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and get an — 
ADDING MACHINE 








Authorized Dealers of Holmes & _ ized Dealers in its national ad- _ fullselection of patterns which are 
Edwards Inlaid sell the only na- __vertising. beautiful, correct, and popular. 
tionally advertised line of silver- They offer their customers a And—they are assured of clean, 
ware that is sold direct to the fair competition from other Au- 
retail trade. THESE EXCLUSIVE FEATURES thorized Dealers of Holmes & 
They sell the only nationally 1. Holmes & Edwards Inlaid is the only Edwards Inlaid . . . dealers just 
advertised line of silverware that mpeg ireituiary serene anaes as anxious to make a /u// profit 
2 . ; to the Authorized Dealer only. ; 
offers Sterling Inlaid quality. 2. Holmes & Edwards Inlaid is the only as they are. This means that 
° : nationally advertised line to offer : us 
They sell the only line of silver- Searing Inlaid analiey. they always get their full mark- 
plate which features its Author- up on every sale. 











HOLMES &* EDWARDS INLAID 


“Something More Than Plate’’ 
THE DIRECT-TO-RETAILER LINE ... SOLD THROUGH AUTHORIZED DEALERS ONLY 


The mark of the International Silver Company—the world’s largest 1 maker of silverware — the world’s largest advertiser of silverware 


REG. U. S. PAT. OFF. 


INTERNATIONAL SILVER COMPANY, HOLMES & EDWARDS DIVISION, MERIDEN, CONN. 
NEW YORK, 9-19 Maiden Lane + CHICAGO, Merchandise Mart +» SAN FRANCISCO, 150 Post Street + ST.LOUIS, Ambassador Building 
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“TOO MUCH SENTIMENT .. . they won’t 
part with the old ring!”—says you! But they are 
parting with the old ring, and buying this new- 
style Granat ring, says the California jeweler 
whose advertisement is reproduced above. And 


likewise says many another jeweler who is playing . 


this idea for what it is worth. 


What is it worth? The above-mentioned jeweler 
has boosted his wedding ring average sale by more 
than fifty per cent!—in addition to a healthy in- 
crease in total volume and number of units sold. 
Even without such figures you might know that 
women will forget sentiment, tradition, and almost 
everything else, for one thing—-style! 


Try it yourself with these new-style Granat 
wedding rings. It’s a brand new market for the 
jeweler aggressive enough to go out and get it. 
But don’t wait until it is everybody's market. If 
our salesman isn’t due for an early call, write or 
wire us. We'll rush a selection to you on approval. 


GRANAT 


MANUFACTURING CO. 


150 Post Street - San Francisco California 
Middle Western Distributer - C. A. KIGER CO., Kansas City, Missouri 
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SPEAKING OF THE JEWELRY TRADE a4 a au 


A high note 
of business progress was sounded by 
Fred G. Gruen, president of the 
Gruen Watch Co., in a report of that 
concern’s activities for the nine 
months of 1933. He announced that 
orders received by the concern dur- 








ing that period amounted to just 
double the orders received in the simi- 
lar period of 1932. 

In addition to the increased busi- 
ness enjoyed by the Cincinnati watch 
firm, there have been added over 600 
jewelers during the year who now 
handle the product manufactured in 
the “Queen City.” 


q¢ 4 


... R. Gardinor, president 


of the International Silver Co., in 
talking about business conditions re- 
cently said: 

“I have just left a man, a resident 
of the State of Washington, who in 
reply to my inquiry as to business 
conditions in that part of the coun- 
try stated that there was noticeable 
improvement ; that, while he was not 
an optimist, he was very much en- 
couraged. 

“I think this is a good message to 
pass along to you for it meets the 
situation so nicely. We must not ex- 
pect the return of 1928-29 overnight. 
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It would be a mistake to rebuild too 
rapidly. We have paid the price, and 
what we want now is a gradual re- 
building, in the meantime being con- 
tent with improving our conditions, 
in the ‘consciousness that the future 
has nothing but good in store for us. 
I fear we have been expecting the im- 
possible from those in authority in 
Washington; that some of us are 
impatient, and many will be disap- 


ALTOGETHER Now 








pointed because their expectations will 
not be realized. 

“T am confident the tide has turned 
and that we are experiencing and will 
continue to experience better business. 
There will be some recessions, but 
we are now faced the right way, con- 
fidence has returned and we are mov- 
ing forward. 

“T believe we can all help by 
putting our efforts behind quality 
merchandise.” 
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“ 
W hat can be done 


about those concerns which make it 
their business to mail out assortments 
of merchandise not ordered from 
them?” asks C. N. Thomas, retail 
jeweler, at 105 Whitaker St., Savan- 
nah, Ga. 

“Scarcely a week passes that we 
do not receive in the mails a box of 
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carbon paper, typewriter ribbons and 
whatnot, all of which requires a bit 
of trouble to return. Only one con- 
cern so far has offered of its own ac- 
cord to send postage, but in order to 
get it one has to send several post- 
cards and receive a series of sales 





letters asking why we do not buy 
their goods. 

“And if one merely puts the goods 
aside and forgets where, as a postal 
clerk advised us to do, there will come 
a series of bills, threatening letters, 
and a telephone call from some local 
collection lawyer. 

“Are we in the South the only 
ones pestered, or can we stop this 
nuisance? 


+ ¢ ¢ 


[, discussing 
the NRA program in connection 
with the retail jewelry trade William 
D. ‘McNeil, president of the Amer- 
ican National Retail Jewelers’ As- 
sociation, said: 

“The National Retail Jewelers’ Re- 
covery Committee has used every pos- 
sible effort to further the interests of 
the retail jewelers of this country by 
formulating a code: of fair competi- 
tion for our trade that would con- 
form with the desires of the adminis- 
tration and at the same time safe- 
guard the particular and peculiar in- 








terests of retail jewelers the country 
over. This code, the fruit of months 
of labor, on the part of Chairman 
Krehbiel and his co-workers was given 
a public hearing at Washington on 
Friday, Nov. 10, following which, in 
its accepted form it will become ef- 
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fective on the second Monday after 
its approval by the President of the 
United States. 

“While our code, in order to be 
acceptable to the administration 
cannot embody all that we desire, this 
great result will be accomplished, that 
our industry will have and administer 
our own rules of operation.” 


Se cy 
“ 
W. wish we knew 


what kind of business jewelers are 
going to have this Christmas. We ex- 
pect only a small increase over last 
year,” says Arthur A. Everts, head 
of the Arthur A. Everts Co., Dallas, 
Tex. 

“We must learn what things the 
people want and will be helped by 
owning and furnish them at the prices 
which they can afford to pay. 
Medium and low priced articles 
should be advertised in order to get 
people into our stores so that we may 
have an opportunity to show them 
what wonderful merchandise jewelers 
have; merchandise which has a per- 
manent value and adds joy to living; 
moderately priced diamonds to make 
men, women and children look pros- 
perous and fashionable in their old 
clothes, sterling silver, watches, gold 
jewelry and inexpensive and moder- 
ately priced novelties. 

“Don’t forget that the jeweler 
should always play up style and qual- 
ity. He can learn much from the 
automobile salesman. 

“As always, the jeweler’s best me- 
dium of advertising is his show win- 
dows. Merchandise should be grouped 
in them as to price and type and the 
windows should be changed every day, 
or night, if necessary. Merchandise 
should also, of course, be advertised 
in the newspapers, courageously, 
although wisely and conservatively, 
often only one article at a time, with 








illustration, checking sales therefrom. 

“Push collections energetically, but 
kindly; and pray the Eternal for 
enough cash business to pay your bills 
so that you can take your wife for a 
long glad vacation after the first of 
the year.” 
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p on never has been 
a time,” says Albert L. Goudvis, 
Goudvis Bros., diamond importers, 
22 W. 48th St., New York, “when 
the investment value of the diamond 
was as evident as it is today. Assum- 
ing that gold is taken as the stand- 
ard of value, a man who has, let us 
say, a thousand dollars in paper money 
and a diamond for which he paid 
about the same amount, will get for 





his diamond considerably more gold 
than he would for his paper money 
in any of the gold standard countries. 
Recently the possession of diamonds 
and other jewels instead of cash was 
the cause of saving many a family for- 
tune in Germany. This is a sad but 
nevertheless truthful illustration of 
the advantage of having a sizeable 
quantity of one’s wealth in gems. 
When certain families left Germany 
recently they were not permitted to 
take any gold with them, but many 
of the emigrés had converted their 
money into diamonds and thus were 
able to keep intact a portion of their 
worldly goods with which to start 
anew in other lands. For centuries 
‘diamonds for investment’ has been 
a tradition, and in the present it is 
more true than ever.” 


¢ 64 


“ 
te article, ‘Make 


it a Gold Jewelry Christmas,’ which 
appeared in the November issue of 
THE JEWELERS CIRCULAR is cer- 
tainly a step in the right direction 
and we heartily endorse promotional 
work of this kind,” said G. H. Nie- 
meyer, vice-president of Handy & 
Harman, 82 Fulton St., New York. 

“In fact,” he added, “it seems to 
further an idea expressed last Sep- 
tember in our advertisement in your 
paper. In this instance under the 
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heading ‘No Matter What Happens’ 
we called the retailers’ attention to 
the fact that the American people, re. 
gardless of how much or how little 
inflation we have, will spend more of 
their money for articles of intrinsic 
value. This, we feel sure, will be true 








during the holiday season just ahead 
of us. 

“The retailer who, in window dis. 
play or advertising, features the fact 
that this year the popular present— 
the gold piece—is forbidden and who 
offers attractive articles of gold in- 
stead, should be well repaid for his 
efforts.” 


¢ ¢ ¢ 


Retail jewelers are 
advancing prices on gold jewelry be. 
cause of the increase in the price of 
gold and labor costs. 

One New York retailer pointed 
out that retailers are dealing with the 
situation in different ways. He said 
that on heavy goods the markup is 
around 40 per cent. In some instances 
old stock which is hard to move has 
not been advanced at all or if there 
has been an advance that it has not 
been as great. Where new merchan- 
dise is purchased, it is, of course, he 
added, necessary to increase prices be- 
cause of the higher purchasing cost. 

The amount of the advance in 
prices on gold jewelry above cost, it 
was explained, is a problem which 
every jeweler has to work out for 
himself in conformity with conditions 
as he finds them in his trading area. 


q+ ¢ ¢ 


At the hearing 
on the code of Fair Practice and Com- 
petition presented by the retail 
jewelry trade on Nov. 10 at Wash 
ington, D. C., Charles F. Baum 
rucker, president of the National As 
sociation of Credit Jewelers and the 
Chicago Association of Credit Jewel: 
ers in the course of his testimony said: 

“It is my opinion that the code 
which is presented here today for the 
retail jewelers will give equal justice 
to every jeweler. It is my opinion 
that it will eliminate many of 
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evils that have been destroying the 
business of the retail jewelers. It is 
my opinion that it will eliminate 
many evils which have been destroy- 
ing the confidence of the buying pub- 
lic in retail jewelery establishments. 
And what is more important is that 
it will give protection to the general 
buying public which up to this time 
the public has not enjoyed. On behalf 
of the National Association of Credit 
Jewelers I approve, or, I might say, 
we approve the code that has been 
presented here today.” 


q¢ 4 
“ 
The diamond business 


has arrived at that point where it is 
in a position to go ahead on a sub- 
stantial basis as soon as renewed pur- 
chasing power shows itself on the 
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horizon,” said a well known diamond 
importer recently. ‘With the ad- 
justment of the inner frictions be- 
tween the South African Government 
and the producers, and the final agree- 
ment that diamonds are to be sold at 
prices set by the Diamond Corpora- 
tion of London, the market has shown 
a tendency toward strengthening of 
price. In fact, although cutters have 
in recent weeks been encouraged and 
have been making inquiries as to the 
goods available and prices, the Cor- 
poration has given no evidence of a 
desire to make any concessions below 
the established price based on quality 
and size. As a result, there is today 
a growing scarcity of fine goods in all 
sizes. From week to week buyers are 
experiencing more difficulty in finding 
goods suitable to their requirements. 
This wise policy of the Corporation 
has been instrumental in bringizg 
about a condition whereby, when the 
demand for fine diamonds makes itself 
felt, they will be sold at prices com- 
mensurate with their traditional 
value.” _ 





* * 


[, discussing the 
subject of memorandum goods, Percy 
K. Loud of Wright, Kay & Co., De- 
troit, calls attention to the fact that 
most jewelers are in the habit from 
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time to time of sending for some 
merchandise on memorandum and 
are often given the privilege of keep- 
ing this merchandise two or three 
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COMPETITION 


—lI read an editorial recently to the effect 
that N.R.A. was imposing such rules and 
regulations upon selling that competition 
and individual initiative would be com- 
pletely done away with. 

—This seems to me to be a perfectly silly 
and unwarranted assumption, because the 
Administration has no such unsound, un- 
economic purpose in view. 

—Just so long as two men have the same or 
similar things to barter or sell, there will 
be competition. 

—One may be a better buyer or seller than 
the other, and be able to show a better 
result from his enterprise, but the oppor- 
tunity is the same for both. 

—Enterprise, courage, initiative, creative abil- 
ity never have been and never will be 
evenly distributed amongst all men. 

—The purpose of our Government as | view 
it, is not to curb competition, but to elim- 
inate as far as possible unfair, unethical, 
dishonest competition. 

—And that cleansing process was sadly 
needed in most trades. 

—Of course there'll be competition, today, 
tomorrow and the next day, but let us all 
see to it that it is the kind of competition 
that builds and brings prosperity and not 
the kind of competition that causes trag- 
edy and kills. 


Face & Tae: 


President. 








months or even longer for the pur- 
pose of testing out lines which they 
ordinarily may not carry. At the end 
of the period they return the mer- 
chandise, paying for what they have 
sold or have decied to keep. This 
practice has been followed in the 
jewelry trade and has often proved of 
mutual advantage to both the whole- 
saler and the retailer. 

However, Mr. Loud reports that 
cases have come to his attention lately 
where merchandise has been sent on 
memorandum to retail jewelers either 
with or without an order and after 
the merchandise has remained in the 
possession of the jeweler for a few 
months, suit has been threatened with 
the idea of forcing the retailer to ac- 
cept the merchandise on the ground 
that it was the manufacturer’s under- 
standing that it was left on regular 
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terms and not on memorandum at all. 

This is a condition in the jewelry 
trade which Mr. Loud believes 
should be cleared up so that there can 
be no disagreement as between whole- 
salers, manufacturers and retailers as 
to a definite understanding regarding 
the merchandise when it is sent to the 
retailer. 


4+ ¢ ¢ 


u“ 
‘tin is one fair 


practice provision,” said Edward 
Krehbiel, chairman of the National 
Retail Jewelers Recovery Committee, 
during the hearing of the retail 
jewelry trade code in Washington, 
D. C., recently “which the majority 
of jewelers of the nation have desired 
which does not appear in the pro- 
posed clause, and that is, a price main- 








tenance clause. Though originally 
submitted this clause was omitted in 
the printed text because committee 
members were told by representatives 
of the NRA that there is no chance 
whatever of the approval of such a 
price maintenance clause. 

“Whatever the objections to price 
maintenance, they do not apply with 
the same force to all commodities. 
Even should it be conceded that price 
maintenance of necessities is unsound, 
it does not follow that price main- 
tenance is unsound for every other 
commodity. Jewelry is widely con- 
sidered to be a luxury. Certainly the 
Government is quick to tax it as such. 
Now, jewelry being regarded as a 
luxury, and not as a necessity, con- 
sumers can live without it, and if 
they buy it, it is because they elect 
to do so. The same reason which leads 
the Government to tax such sales as 
luxuries, justifies the jewelers in feel- 
ing that their prices can be maintained 
without injury to the consuming pub- 
lic. 

“As chairman of the Jewelers’ Code 
it is my duty to place their views into 
a record of this hearing, and to serve 
notice that the retail jewelers will, in 
the future, apply to the NRA for the 
inclusion of the price maintenance 
principle in their code of fair trade 
practices.” 
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HEARING ON CODE FOR 


Belief that codes of 


fair competition approved by the National Recovery Ad- 
ministration will govern industry “indefinitely” was ex- 
pressed by Division Administrator A. D. Whiteside on 
Nov. 10 at the hearing on the code submitted for the 
retail jewelry trade. 

Stating that he had looked in on the session at the 
United States Chamber of Commerce Building merely 
because he was “sentimentally interested in the jewelry 
trade,” the Division Administrator gave his sanction to 
a separate code for the jewelry division and went on to 
say that in recent conversations with him the leaders of 
eight large industries now under approved codes had told 
him they never for a moment would consider operating 
without a code. 

Deputy Administrator Kenneth Dameron, who pre- 
sided after the withdrawal of Mr. Whiteside, called as 
the first witness Edward Krehbiel, chairman of the Code 
Committee of the American National Retail Jewelry As- 
sociation, which organization was co-sponsor with the 
National Association of Credit Jewelers of the Code pro- 
posed for the trade. 

Mr. Krehbiel pointed out that the principal differences 
between the jewelry code and the Master Retail Code 
would be found in the trade practices section, and that 
the labor provisions of the two codes were virtually iden- 
tical. He declared that the two sponsoring associations 
represented some 4300 jewelers scattered throughout the 
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United States, and that these members of the trade were 
particularly interested in elimination of ‘parasitic and de- 
ceptive practices by unscrupulous dealers.” 

In collaboration with William D. McNeil, president 
of the American National Retail Jewelers’ Association, 
Mr. Krehbiel made elaborate presentation of the code’s 
fair trade practices section. This division of the code 
would eradicate nearly a dozen former customs which its 
proponents stated had led to serious abuses. Among the 
practices interdicted by the code as proposed were: 


(a) Violations of State and national “‘spurious stamping” 
laws; 

(b) Use of the word “perfect” in reference to precious 
stones which disclose flaws when examined under a 
diamond loupe of not less than 7-power; 

(c) Use of the words “diamond,” “emerald,” “ruby,” 
“sapphire” or “pearl” in connection with an imita- 
tion or a substitute for the real article. 

In order that no advantage might be taken by any un- 
scrupulous person, the code set forth explicit and technical 
definitions of the above precious stones. 

Other unfair trade practices which would be banned 


were: 


(a) Use of the words “real,” “genuine,” “natural” or 
other words of similar meaning in connection with 
articles artificially produced or cultivated; 

(b) The referring of prospective customers to another 
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Jewelers who met with Deputy 
Administrator Kenneth Dameron 
and Staff to take part in the hear- 
ing held at the United States 
Chamber of Commerce Build- 
ing, Washington, D. C., Nov. 10, 
on the code for the Retail Jewelry 
Trade, which was signed by Presi- 


dent Roosevelt on November 27 
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retailer for making a selection of an article. which 
later was sold by the original retailer to the same 
customer at a greater profit; 

(c) Publishing false and unduly high prices in order to 
offer ostensible discounts ; 

(d) Conducting an auction sale except for the purpose of 
legitimate liquidation or in a case of dire need; 

(e) Offering to repair watches or clocks at a uniform 
price irrespective of the cost of such repairs; and 

(f) Appraising any jewelry unless the appraisal was 
made in writing over the appraiser’s signature. This 
latter provision, it was explained, would prevent 
“malicious statements” by competing retailers in dis- 
paragement of customers’ purchases. 

In concluding his presentation of the code, Mr. Kreh- 
biel served notice that application would be made to the 
NRA for permission to include the maintenance of resale 
prices in the code. He stated that jewelry was a luxury 
and that price maintenance for standard articles thereby 
was justified. 

Deputy Dameron then recognized a large number of 
witnesses who testified their satisfaction with the code as 
submitted. Among those expressing such approval were 
Arthur J. Sundlun, president of the Washington, D. C., 
Retail Jewelers’ Association; Charles F. Baumrucker, 
president of the National Association of Credit Jewelers; 
Charles J. Michaels, Hartford, Conn.; William B. Gib- 
son of Cole & Young, Inc., Chicago; Louis deB. Moore 
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of Tiffany & Co., New York; James Kingham of Smith- 
Paterson Co., Inc., Boston; Wilson A. Streeter of Bailey, 
Banks & Biddle Co., Philadelphia; William G. Thurber 
of Tilden-Thurber Co., Providence, R. I.; Walter J. 
Buffington of C. D. Peacock, Inc., Chicago; A. C. 
Mayer, Washington, D. C., and J. Frank Newman, ex- 
ecutive secretary, National Association of Credit Jewelers. 

Abraham Brill, council for the Association of Auction- 
eers of America, protested on behalf of several hundred 
members of that body the prohibition of auction sales, 
and was given permission to file a brief on the subject. 

I. C. Fox, representing the National Retail Dry Goods 
Association, approved the trade practices section as “most 
splendid and interesting.” He asked, however, that the 
code’s section on definitions be so written as to eliminate 
the jewelry department of recognized department stores 
from regulation under .the code. 

William E. Wood, representing the Personal Service 
Retail Jewelers Association of Northern California, was 
present to object to provisions in the original code which 
called for price maintenance. In view of previous testi- 
mony at the hearing, he stated that his objections had 
been overcome and that he wanted to thank the Code 
Committee for his trip from California. This provoked 
a burst of laughter from the relatively small audience. 

Objecting to the code’s wage and hour provisions, 
which virtually coincided with those of the Master Re- 

(Turn to page 69) 
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| The Christmas Trade 


S the retail jewelry trade faces 

the Christmas shopping season 

this year there is some uncertainty, 

but there is also confidence that con- 

ditions will show an improvement 
over last year. 

This confidence that more people 
will buy more gifts at the jewelry 
store is inspired by the fact that em- 
ployment has increased. Fortunately, 
we are still buying and selling on a 
rising market and there is not much 
chance that stocks will have to be 
sold at a loss, even if held over. 

Right now the retail jeweler should 
devote his entire attention to the sea- 
son now at hand. Stocks should be 
bought carefully to meet demands of 
his trading area and quality and ser- 
vice stressed. 

Old Man Depression is at last out 
in the open fighting for existence. 
The “Buy Now\ Campaign” is help- 
ing to improve general business. In- 
vestment in the stocks sold by retail 
jewelers is much safer than the pur- 
chase of many securities have proved. 
Jewelers should take advantage of all 
of these favorable factors in promot- 
ing their Christmas sales. 
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Jewelry on Memorandum 
DECISION governing the lia- 


bility of jewelers for loss of 
jewels given out on memorandum was 
handed down recently by the Appellate 
Term, First Department of the Su- 
preme Court of the State of New 
York, which affirms a decision of the 
City Court of the City of New York. 
This decision is reported in another 
column of this issue in THE JEWEL- 
ERS’ CIRCULAR and -is of particular 
interest to the jewelry trade as it is 
an extension of the liability underly- 
ing a memorandum or consignment 
transaction. 

The case involved a “‘catseye” which 
was taken on memorandum and given 
out to another concern. The “catseye” 
was stolen without any negligence on 
the part of anyone.. It was claimed 
that the terms of the :memorandum 


-particularly vigilant 


were breached in giving out the stone 
to a third party. The defense was 
that there was a custom in the jewelry 
trade authorizing the giving out of 
the stone to another wholesale 
jeweler on memorandum. ‘The court 
held that no evidence of custom was 
admissible. 

The decision affords a greater pro- 
tection to wholesale jewelers giving 
their merchandise to others on mem- 
orandum and serves as a note of cau- 
tion to those jewelers who may be 
exposing themselves to a liability in 
giving out memorandum goods. 
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Beware of Their Tricks 


ITH the approach of the holi- 
days jewelers are warned to be 
against check 
swindlers, sneak thieves, “penny- 
weighters” and other crooks who prey 
upon the trade at this time. 

Reports are already being received 
which indicate that these underworld 
workers are starting to visit jewelry 
stores. This is particularly true of 
check swindlers. Jewelers should bear 
in mind that it is easy to forge a 
signature or certification and just 
as easy to arrange a telephone mes- 
sage to assure the jeweler that the 
check is good. The only safe way is 
not to accept anything but real money 
from a stranger, no matter how plaus- 
ible he may be or how fine an appear- 
ance he may make. Both are stock in 
trade with the experienced check 
swindler and to be disarmed is to suf- 
fer loss. 

Then there is the “pennyweighter” 
who also takes advantage of the busy 
season. He comes armed with new 
variations of his old tricks and must 
be carefully watched to prevent him 
from walking out of the store with a 
genuine diamond ring in exchange 
for a piece of glass. 

The sneak thief must also be 
guarded against with the utmost care 
during the holiday season. The 
busier the jeweler and his clerks, the 
more opportunity he has to work and 
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he is sure to take advantage of any 
chance that is offered him. 

Show unknown customers as few 
articles as possible at one time. Re- 
move valuable displays from windows 
at night and keep all window dis- 
plays and show cases locked when not 
removing or replacing merchandise, 
Protect your stock in every way pos- 
sible and be alert at all times. 
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N.J.P.A. Discontinued 


pore National Jewelers Publicity 
Association which has been serving 
the jewelry industry since April, 
1918, has been discontinued because 
no way has been found to provide 
adequate financial support. 

It is to be regretted that the gen- 
eral economic conditions which have 
prevailed have forced this action, but 
funds were about exhausted and the 
special committee of the directors, 
after careful consideration, saw no 
alternative. 

The work of the Association has 
been a great help to the industry in 
supplying authentic information to 
newspapers and magazines regarding 
the various branches of the trade, in 
providing illustrated lectures which 
have been given before civic bodies, 
high schools and other organizations, 
in furnishing jewelers material for 
use in public addresses and in other 
promotional work and in cooperating 
with the trade along many lines to 
keep jewelry before the public eye. 
Not the least of these services has 
been the repudiation of articles detri- 
mental to the diamond trade. 

That this service is greatly needed 
just at this time in rehabilitating the 
jewelry industry is beyond question 
of doubt, and it is safe to say that 
many in the industry look upon the 
suspension of the work as a real loss. 

The A.N.R.J.A. will supply for 
trade use the slide lectures, diamond 
window exhibit and copies of manu- 
scripts. "The American Museum of 
Natural History will furnish reprints 
and photograph of N.J.P.A. material 
at nominal cost. 
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Editor. 





The association was organized as 
successor to the Associated Jewelers 
of America that started the movement 
for a publicity fund to advertise jew- 
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Repricing Merchandise 


HE rising market has produced 

a problem for the retail jeweler. 
Shall he increase prices on his stock, 
purchased before the market began to 
go up? 

One point of view is that on a fall- 
ing market retailers found it necessary 
to mark their goods down almost as 
fast as wholesale prices dropped, even 
if by so doing they had to take a loss 
on their inventories; consequently on 
arising market, they should follow the 
market upward, even to the extent of 
pricing on the basis of current market 
or replacement prices the goods that 
they bought before wholesale prices 
advanced. In other words, the rule 
should work both ways. The advo- 
cates of the replacement-cost basis of 
pricing also argue that when whole- 
sale prices are advancing, the mer- 
chant who prices his goods on the 
basis of their original cost may find 
that his net receipts from the sale of 
six items will buy only five items of 
the same kind; that there are only 
two ways by which he can then main- 
tain his stock of goods at its present 
size—either he must go in debt or 
else he must dip into his surplus cash. 

It must be admitted, says the Uni- 
versity of Wisconsin Bulletin, that 
there is much logic in this analysis; 
it is good arithmetic; it outlines a 
policy that could be profitably fol- 
lowed on a normal rising market. 
But conditions are not normal today, 
and other factors must be taken into 
consideration, such as the ability and 
willingness of consumers to buy, the 
price policies of competitors, the at- 
titude of the NRA, and the agree- 
ment that merchants entered into 
with the President when they ob- 
tained the right to fly the blue eagle. 
The advocates of pricing on a replace- 
ment-cost basis seem to have over- 
looked some of these factors. 
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SELFISHNESS 
| Y gine more than any other form of animal life, is 

selfish. Thousands of years ago men lived in caves— 
because they were selfish. They wanted to protect them- 
selves from other men with acquisitive instincts, as well as 
from wild animals. 

Today a manis selfish, or thinking of self, when he dodges 
an automobile or tries to avoid an influenza epidemic. He 
is also selfish, in another sense, when he tries to advance 
himself at the expense of the other fellow. 

NRA is a selfish experiment; but it is selfish in a collective, 
constructive sense. We can.afford, in fact we need, that 
kind of selfishness. But when a man misuses or misinterprets 
NRA to his own personal gain, at the expense of his fellow 
man, then he is practising the wrong kind of selfishness. 

This country is big enough and fruitful enough to give all 
of our people a slice of prosperity pie. But this happy 
condition will never arrive until we are all willing to be 
selfish only in a collective sense. 
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HENRY W. RANK 








In this article Mr. Rank gives some excellent sug- 
gestions on promoting the sale of gold jewelry for 
the holiday trade. 

“It always pays,” he says, “to bring customers 
of other departments over and show them some gold 
jewelry. The man whom you show a woman’s ring 
to may come back two or three months later and buy 
it, long after you have forgotten having shown it to 
him. Always appeal to the aesthetic sense of a cus- 
tomer. Jewelry of today is designed to appeal to 

those of better taste.” 
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“GOLD 


As Told To 
ALBERT WHIPPLE MORSE 
by 
HENRY W. RANK 


President and Treasurer of Rank & Motteram Co., 


Milwaukee, Wis. 


4d 
oer is more 


precious than ever,” says Henry W. Rank, Milwaukee 
jeweler. 

“This appreciation of the value of gold which exists in 
a marked degree throughout the country is focusing the 
attention of the public upon gold jewelry. In the past 50 
years there has not been a parallel to the present situation, 
and it is an honest, legitimate, talking point to ask a 
customer. ‘What is more precious than gold.’ 

“By Presidential order, gold cannot be hoarded, and 
this single piece of publicity is an aid to the jewelry 
store in impressing upon the public the fact that it is 
distinctly a store of valuable merchandise. 

“Higher prices on gold should raise its appreciation 
in the eyes of the public. The jeweler should be careful 
not to sell anything that has a high gold content at a low 
price, in order to safeguard this appreciation. High 
prices should not be a hindrance to sales. We had our 
biggest diamond business when diamonds were most 
expensive. 

“People like to have things which are valuable, and 
the price tag on an article shows this value. As an indica- 
tion of the intrinsic value of gold, consider Russia, where 
a wheelbarrow load of paper money can’t buy a load of 
cordwood, but an old, solid gold watch case will buy it. 
Some people make it a practice to buy something in gold 
jewelry every year. 

“There is an increasing popular demand for natural 
gold. Make your customers feel that your stock repre- 
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MoRrRE PRECIOUS THAN EVER” 


sents quality in its highest degree. Convince them that 
you are offering the genuine article. Meet this change in 
public thought which makes them ask for natural gold. 
If they prefer yellow gold, sell it to them. 

“Style and fine workmanship have always been factors 
in the sale of the better grade of jewelry, and despite the 
present high appreciation of the mere weight of gold, the 
fact that an article is well fashioned and graceful and full 
of style will continue to decide sales. In women’s jewelry, 
especially, the delicate and lacy designs meet with great 
favor. 

“Clumsy pieces of jewelry have no place in a store at 
any time, and certainly are a thing of the past. Impress 
upon your customers this advance in workmanship which 
your jewelry represents, and make people style conscious. 
Even in men’s jewelry, an article must have individuality, 
and must in some degree appeal to a man’s sense of 
vanity. 

“Jewelry cannot be sold entirely upon the appeal of 
weight, even in this national emergency when intrinsic 
value is appreciated. A jeweler who bases his sales talk 
entirely upon weight might well go into the metal business. 
If a customer were looking simply for weight he would 
buy a block of gold, just as the jeweler does. 

“December and June should be big months for gold 
jewelry sales. Christmas, weddings and graduations offer 
the supreme opportunities for gift sales. 


Anticles of gold 


adapt themselves logically to the requirements of gift buy- 
ing, and it is a fact that more jewelry is bought as a 
last-minute purchase than is true of any other thing in the 
store. 

“Gold jewelry is the average man’s salvation. He 
makes his selection without the suggestions of the persons 
to receive the gift, and he feels that an appropriate article 
can be found in jewelry. And it is true that gifts of a 
personal nature are usually surprise gifts. The jeweler 
should be prepared for sales of this nature. 

“In your newspaper advertising, an ad run only two 
days before Christmas on gold jewelry would be effective, 
whereas on another article it would be lost. The most 
effective newspaper space is taken two or three times a 
week, beginning three weeks before Christmas. A desir- 
able position on the Society page on Sundays is one of the 
most effective ads. 

“Don’t generalize in your newspaper advertising. 
Select a particular article and use judgment in describing 
it. Have plenty of white space in the ad, and preferably 
use a cut of the article. The fact that an article is 
advértised informs the public that it is in style, and adver- 
tising popularizes it. Don’t destroy the effectiveness of an 
advertisement by saying too much. 

“It is a wise thing for a store to establish a certain 
type of ad which at once identifies the space with that 
company. Advertisements of uniform size can be run to 
advantage. A three-inch space, two columns wide, or a 
five-inch space one column wide are practical sizes and 
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“We find it profitable to display in our windows the 
merchandise that we want to sell, and we keep it 
well lighted. Put a small card in your window men- 
tioning the increased value of gold jewelry. Now 
and then put a message for the public on a card, 
calling attention to trends in design and new articles 
of jewelry on the market. 

“As Christmas approaches, windows cannot be 
changed too often, and they can be changed daily 
with remarkable results. The time required to 
change a window cannot be used more profitably on 

anything else.” 








offer a base to work on. Ads smaller than this cannot 
get the proper interest. 
“Articles which always sell well at Christmas time 
(Turn to page 45) 





A page from a direct mail folder distributed by the Rank & 
Motteram Co. to build up jewelry sales. 








PUT SHOWMANSHIP INTO YOUR 


By The Observer 


: convince you 
that there is a tremendous amount of interest in any ser- 
vice or merchandise that is dramatically presented, I have 
gathered herewith a sizable number of methods used by 
some: of the country’s shrewdest sales promoters. 

Every one of them has learned a little from that baron 
of ballyhoo, P. T. Barnum, but has also proved that it is 
not absolutely essential to have a dwarf, like Tom 
Thumb, nor a Swedish nightingale, like Jenny Lind, in 
order to attract attention and gather in money. 

The famous Ripley-inspired “odditorium” freaks at 
the Century of Progress brought gratifying returns to 
the promoters . . . in fact, close to $10,000 in one week 
to Ripley himself. 

It does not require circusy stunts, brass bands or death- 
defying feats to attract attention. Earl Carroll’s stunt 
of placarding a lobby-doorway with a sign reading 
“Through this door pass the most beautiful girls in the 
world” has paid him two-fold. He simply has his charm- 
ing chorus leave the theater through the front entrance 
instead of the back-alley stage door, making thousands 
wait to see his girls close-up, after the show. 

For years humor in any form was taboo in advertising, 
but, as time went on, a few brave souls began pioneering 
with a bit of humor and, to their amazement, found that 
humor, rightly used, did not destroy confidence. 

Michael Gross, in an article, “The Sales Value of 
Humor,” tells us the copywriter who first headed up a 
vacuum cleaner advertisement with the title “Sweep No 
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More, My Lady,” deserves as much credit as the first 
mari who ate an oyster. He also tells that during the run 
of a famous play by Eugene O’Neill a few years ago, a 
department store heading its advertisement for toasters 
and percolators, “Morning Becomes Electric,’ showed 
that victory for a punning headline was definitely won. 

September Postage and Mailbag tells us how the Haw- 
thorne Paper Co. of Kalamazoo, maker of Uncle Sam 
Bond, had a piece of its paper a mile long at the Chi- 
cago Fair. On it were inscrtbed signatures which, when 
50,000 had been secured, were to be forwarded to Con- 
gress as a petition for two-cent postage. Miss Betty 
Brown, daughter of the Mayor of Deland, Fla., was the 
lucky one to arrive at the exhibit, Aug. 19, just in time 
to be the last to sign the roll. Nobody would doubt that 
this petition will be highly respected. 

Sales Management cites another case where a clever 
Century of Progress booth sold whole families, from the 
“sticks,” chopsticks with their names on them, translated 
into Chinese. This idea netted the originator $40 to 
$50 a day, for the bamboo chopsticks at wholesale sell at 
about one and a quarter cents a pair, and were sold for 
a nickel a pair with the name included. 

Another Sales Management story is about the Milles 
Novelty Co., Chicago. One of its bright executives dis- 
covered that orders were received from all parts of the 
country hastily scribbled on cheap note-paper with en- 
velopes that did not match, etc.. He decided he’d make 
it easy for the consumer, so to these small shopkeepers 
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The famous Filene Stores stress their semi-annual 
stocktaking sales each year by remaining closed until 
eleven on the actual sale day. It gives them some- 
thing to talk about that the other stores cannot copy. 
Sea-food restaurants which display live lobsters crawl- 
ing around on ice in the windows know what attracts 


people who demand fresh food. 














SELLING « -» 


he sent 20 order blanks and envelopes for which the 
receiver pays the postage. He simply made it easier for 
the buyers to mail a nice neat order. Results? In one 
month $150,000 of orders on these blanks. 

W. W. Wachtel, vice-president in charge of .sales 
of the Loose-Wiles Biscuit Co., tells us how he effectively 
demonstrated the dryness of one of their crackers, know- 
ing that moist crackers were no good. He provided an 
outside wax wrapper for the package of crackers and then 
had his sales force carry dishpans around when they 
visited dealers. Into these water-filled pans, the sales- 
men dropped the package. They then took them out 
dripping-wet, and opened the package to prove that the 
crackers inside were still dry and flaky. Among other 
fine ideas this enterprising biscuit company used was the 
demonstration showing how many crackers the consumer 
actually got for only seventeen cents. There were 130, 
so by piling them one on top of the other they made a 
stack three feet high. Naturally this eye-valuation stunt 
made it clear that a whole lot of crackers were obtainable 
for 17 cents. 

General Plastics Inc. describe an interesting container 
W. F. Straub now uses for Lake Shore Honey. It con- 
sists of a short-necked, squarish bottle with the sides 
hexagoned all over just like the translucent honey-comb. 
The illusion is made complete by a cut-away carton which 
hides everything but the. flat sides of the container. It 
is described as being so effective and yet so obvious that it 
annoys one. It sure is showmanship when the texture 
of the bees own diligent work is so effectively and ac- 
curately reproduced that the buyers’ desire to possess the 
honey more than doubles. 
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Ruth Gerth, an industrial designer, made a smart table 
lamp for the Chase Copper & Brass Co. out of an old 
toilet floater. This particular lamp sold up in the hun- 
dreds of thousands. 

S. D. Warren, wide-awake printing paper producer, ex- 
plains how secondary sales points are bringing business 
NOW. “A prospective buyer looks at two makes of low 
priced automobiles. He tries them out. They both get 
away fast; both hold the road; both climb hills in high; 
both have stylish lines. He wavers from one to the other. 
If at this point, one salesman starts to expatiate on the 
permanency of the paint, the durability of the upholstery, 
and the mileage that the tires are giving on the car he 
sells, he is quite apt to tip the sale his way even though 
these same features exist in the other car.” 


A customer is 
undecided between two lines of shirts. Colors and styles 
are attractive in both lines. There is just a slight differ- 
ence in the price. At this point, if the clerk indicates the 
better line and says, ““These shirts will hold their shape; 
the material in them is pre-shrunk”; it is quite likely 
that the sale will be made on those shirts. - 

In both instances the sales are made through the use of 
secondary sales points. (There are many of these ap- 
plicable to jewelry store merchandise.) And in both in- 
stances, these secondary points emphasize hidden values, 
values that gre not discernible except through use. 

The use of such sales points is particularly effective at 
this time for two reasons: First, because the differences 
between many lines of merchandise today are merely 
marginal differences. Second, because the new money 
that is coming into the market is being spent by people 
who have been trained in depression years to spend money 
carefully. 

It is obvious that a salesman can only make use of 
secondary or marginal sales points when he is equipped 
with full and complete information regarding the mer- 
chandise he sells. Quality may make resales, but only 
full and complete information can be depended on to 
bring the first sale—So we say—Put some showmanship 
in your selling—Stunts if necessary. 



















CHRISTMAS 


By 
LUCIUS S. FLINT 





Christmas Eve in the Denver, Colo., Business District showing the special lighting for the holiday season. 


Due to a changed 


economic structure, Christmas merchandising this year 
will no doubt be somewhat different than it has been in 
other years, but codes or no codes, good, sound selling 
ideas are as valuable one time as another, so we present 
a collection of 16 N.R.A.’s (Nifty Retail Aids) which 
have proved their worth in Denver jewelry stores during 
the last few seasons: 

(1) On one occasion, Jacler’s increased its holiday 
sales about 64 per cent over the previous year 
through a novel perfume letter sent out to a cus- 
tomer list, in which was enclosed a card entitling 
the bearer to a high grade handkerchief soaked in 
perfume. Out of 2000 letters sent out, 400 brought 
immediate returns. ‘This appeal not only stimu- 
lated perfume business but also acted as a feeder 
for other trade of all kinds. The original letter 
was followéd up by two others in which a general 
gift line was featured. 

(2) Pohndorf’s has gotten excellent returns from 

a 16 page gift suggestion booklet in which are 
listed the complete line of Christmas offerings. The 
booklet was illustrated throughout with colored 
photographs. Suggestions were classified according 
to the persons for whom gifts were intended, as, 
father, mother or sweetheart. ‘The books are sent 
to a list of several thousand people. 

(3) Personal gift suggestions to husbands of cus- 
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tomers have brought the Schwartz Jewelry Co. a 
large volume of Christmas business. If at any time 
during the year, a woman, in looking at a piece of 
jewelry, expresses a particular desire for the article 
but does not buy it, a note was made of this fact and 
a letter sent to her husband shortly before Christmas, 
suggesting its purchase as a solution to the gift prob- 
lem. Three other types of letters used very suc- 
cessfully by this company are: a general letter to 
irregular customers requesting a visit before the holi- 
days and listing a few appropriate gifts; personal 
letters to good customers of average means suggest- 
ing gifts for various members of the family in 
appropriate price ranges; a letter to wealthy patrons 
suggesting expensive silver or diamond items. 

(4) The Schwartz company has found telephone 
inquiries as to the desires of gift recipients, a very 
successful means of aiding the customer in making 
selections. If the customer is unable to make a 
selection, the salesman offers to make a tactful tele- 
phone contact and find out exactly what the person 
for whom the gift is intended wants most. The 
policy eliminates many exchange requests and in some 
cases increases the size of the sale. 

(5) An appeal on silver to persons who are 
unable to afford complete sets has also brought the 
Schwartz company excellent results. In one pro- 
ductive Christmas window was shown complete 
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NRA‘s FOR RETAIL JEWELERS 








In this article Mr. Flint presents sixteen selling suggestions 
(Nifty Retail Aids), which have been tried and found 


successtul by Denver, Colo., retail jewelers in promoting 


Christmas business. Try some of them this Holiday season 

















silver service with each set of pieces grouped and 
priced separately. On one pad were six knives with 
a price tag, on another six priced forks, on another 


a half dozen salad forks, and so on throughout the 


display. 

(6) A program of really consistent suggestion 
has also done much to build Christmas business for 
the Schwartz firm. For more than a month before 
the holiday, a gift of some kind is suggested to 
everyone visiting the store. -All suggestions are just 
as specific as possible. For instance, if the salesman 
knows that the wife of a customer has certain pieces 
in a silver set, he suggests two or three remaining 
pieces for gift use. Care is taken not to offend the 
customer by suggesting gifts that are too high priced 
for him. 

(7) On several occasions, Christmas film adver- 
tisements have greatly stimulated gift sales for H. 
H. Frumess. During the holiday season, Frumess 
films have been shown in as many as 20 theaters. 
The average film is about 75 feet long and requires 
only one minute and a half for showing. Among 
the most successful films were: Father and son 
discussing gift for mother, young man trying to 
decide on a suitable gift for his sweetheart, young 
couple discussing the solution to a long Christmas 
gift list, working man in his home reading Frumess 
advertisement and deciding to buy for his wife the 
diamond she had so long desired. At the end of 
the reel, a gift from Frumess for every member of 
the family is advanced as the solution to the holiday 
buying problem. 

(8) During several seasons, Frumess also had 
much success with Christmas billboards, about 300 
of which were used in and around Denver. On one 
typical board, a young woman and a watch were 
shown. Only one or two items were featured in 
each board. ‘‘Copy” stressed the value of jewelry 
“as a lasting gift and emphasized the fact that a 
suitable gift for every member of the family can be 
bought at the jewelry store. 

(9) Capt. Ted Syman, manager of the Syman 
Bros. Jewelry Co., attributes much of his holiday 
business to featuring exclusive items—numbers 
which cannot be bought elsewhere in Denver. Much 
stress is laid on imports such as bronzes, glassware 
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and odd bits of silver. Sales on this stock are 
usually very profitable. 

(10) Syman always emphasizes the investment 
value of diamonds during the holiday season—and 
with excellent results. Direct mail and newspaper 
advertising is concentrated on this appeal. It is 
pointed out that diamonds, unlike many gifts, are 
lasting and entail a minimum risk from the invest- 

(Turn to page 43) 








Advertising used by Denver jewelers to attract Christmas trade 

























Established 1866 


La M Koehn &@. 


Importers and Cutters of 


DIAMONDS 


608 Fifth Avenue, New York 











Antwerp—48 Rue Simons 
Amsterdam—33 Sarphatistraat 
London—23 Holborn Viaduct 


Cutting Works: 
64 West 48th Street 
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Emeralds, rubies and 





YOUR CHRISTMAS WINDOW 


Green, Red and White are the Con- 
ventional Holiday Colors. This 
Article Suggests New and Novel Uses 


in Xmas Window Displays 





Ss are used in 


these three beautiful 


displays. 
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Wen it comes 


to considering which of the three main channels of ad- 
vertising effort you will concentrate on this year, remem- 
ber that while in newspapers you can talk about your 
merchandise and illustrate it fairly well, and that in direct 
mail you can talk some more and have better illustra- 
tions, in your window display you can talk with colors 
and arrangement, and illustrate with the real thing! Effec- 
tive Christmas windows can be designed with practically 
no expense, an important factor in these days of cur- 
tailed advertising budgets. Of course, if you have a 
small amount to spend on your window display, so much 
the better, but the promotional value of your window is 
far more dependent on the ingenuity of your display 
man than it is on the dollars and cents the display costs. 

In these three windows designed by W. B. Okie, Jr., 
for Marcus & Co., Fifth Avenue, New York, jewelers, 
the only display accessories that can be described as ex- 
pensive are the flowers—orchids and poinsettias. Green, 
red and white are the conventional colors of Christmas, 
but instead of repeating them all in one window as is 
usually done, each color has a composition of its own. 

““Green Christmas” shows emeralds, the deep hue of the 
jewels contrasted with five shades of pale green orchids 
arranged on puffed crepe. A lamé metal thread is woven 
into the crepe, giving a green gleam to the orchid pattern 
of the fabric. The mask forming the background is by 
Benda. It is draped with rich green cloth. 


A green spot light 
gives the display a richness of color tone high-lighted by 
the sparkling gems. The letters, “Green Christmas” are 
cut from wood by hand. 

Rubies are the theme of “Red Christmas.” A studied 
profusion of poinsettias creates the atmosphere of tropical 
luxuriance. Gorgeous East Indian fabric swathes the con- 
tainers of the plants and extends off to the right fore- 
ground of the display. This material was used because 
only in India are weavers able to reproduce the subtle 
tones of the ruby. It is done by introducing metal threads 
into the fabric. A flood of red light illuminates the 
window. 

“White Christmas” is a display of stunning beauty. 
Significant of the religious emotion of the Magi or Three 
Kings, the drawing of Alejandro Canedo, eminent Mexi- 
can pencil artist, is utilized as the modern symbol of this 
sacred legend. The spiral columns, reminiscent of Oriental 
splendor, lend an, architectural feeling to the window 
while three hybrid white Cattleya orchids give softness 
to the severe simplicity of the plain white hemisphere. 
Diamond jewelry is spread fan-like on the surface of the 
latter. 

The problem of executing windows like these is not so 
difficult in view of the fact that many of the objects used 
may be borrowed in exchange for a credit line. The mask, 
or a similar object may be borrowed from an art studio 
or any fine costumer. A local art gallery will be pleased 
to supply you with a drawing or painting expressive of 

(Turn to page 43) 
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DOES YOUR DIAMOND LOUPE 
MEET MAGNIFICATION 
REQUIREMENTS OF THE 

RETAIL JEWELERS’ CODE? 


Read the real facts about loupes used in 
grading diamonds, penalties of the code if your 
diamond loupe does not meet requirements, 
descriptions of various types, makes and 
strengths of loupes, and method of testing your 
favorite loupe. 


This is one of the many valuable fea- 
tures in THE INSTITUTE’S JANUARY 
CONFIDENTIAL SERVICE, which in- 
cludes sections of Gemological Ency- 
clopedia and of Gemological Pronounc- 
ing Glossary. 


Introductory copies—25c (Send Stamps) 


GEMOLOGICAL INSTITUTE OF AMERICA 
"3511 West 6th Street 
Los Angeles, Calif. 


— 


What of Your Own Xmas Gift— 
~ Tf Any—Mr. Jeweler ? 


It must be practical this year — shoes — new 
tires for the car—or a payment on a CERTI- 
FIED GEMOLOGIST course. 


Nothing could be more practical—more absolutely nec- 
essary—than this scientific and sales course on gems 
and diamonds, which lifts you above jewelry store 
competition. 


AND YOUR NEW YEAR’S RESOLUTION? 


What more profitable, interesting or self-elevating reso- 
lution than to become a 


Ss CERTIFIED i» 


Cyne ae 
bes 
GEMOLOGIST<,/ 
It elevates you to the status of a professional 
man, increases your knowledge, ability and 
happiness, adding a vital interest to your every- 
day tasks. 


Prices increase February Ist, and January enrollments 
are limited to 20. 


Protect yourself. Send $7.50 enrollment fee. Begin 
study and payments anytime before March Ist. 


Gemological Institute of America 


3511 West Sixth Street © 


Los Angeles, California 
— 
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The Diamond Industry 


By Sir Ernest Oppenheimer, M. P. 


Chairman of the De Beers Consolidated Mines, Ltd. 


An interesting and 
comprehensive report on the diamond industry by Sir 
Ernest Oppenheimer, M.P., chairman of the De Beers 
Consolidated Mines, Ltd., which appeared in The Finan- 
cial Times (South African Supplement), has been released 
in the United States by the National Jewelers Publicity 
Association. 

After reviewing the history of the diamond trade fol- 
lowing the discovery of large quantities of diamonds in 
South Africa, the review discusses the centralization cf 
the South African diamond mining industry under the 
leadership of the De Beers Company, which has made it 
possible during the last few months to arrive at a provision- 
al agreement with the South African Government, whicn 
will solve certain special difficulties of the trade. 

The review then continues as follows: 


“The richest deposit discovered in Namaqualand was at 
Alexander Bay on Crown lands. This deposit was obviously 
of a nature that could not with safety be thrown open to in- 
dividual diggers. The Government was at the time unwilling, 
for political reasons, to follow the example that has proved so 
successful in the case of the gold mines, and lease the deposit, 
and decided therefore to proclaim the area a State diggings 
and undertake the exploitation itself. 

“From that time onwards the Government had two interests 
in the diamond industry. It was interested generally as a 
Government in the prosperity of one of the most important 
industries in the country. It was interested also more par- 
ticularly in its role as an important producer of diamonds. 
As a Government it recognized fully the need for control, and 
indeed had passed legislation to prevent, if need arose, un- 
economic competition in production or selling. As a producer 
it had to learn by experience that the control that it knew to be 
essential for others was also necessary for itself. 

“The Government in the first instance, while agreeing to 
accept a quota of a fixed percentage of the trade, insisted, in 
addition, on the right, however small the turnover, to a min- 
imum annual sale. Worse still, it would not market its dia- 
monds through the Diamond Corporation, but opened a sep- 
arate selling office in Cape Town. In this last decision the 
Government was influenced by its belief that only in this way 
could it ensure beyond all doubt that the new cutting industry 
in South Africa would be supplied with its requirements on 
the most reasonable terms. 

“The existence of these two separate selling organizations— 
the Diamond Corporation and the Government—proved the 
source of continual uneasiness in the trade, for each centre 
feared that it was being undersold by the other. This distrust, 
always dangerous, was most serious in a time of acute de- 
pression when it was particularly easy to undermine confidence 
in the stability of the trade. 

“The diamond business has suffered throughout the depres- 
sion from another special difficulty. Previous to the crisis, the 
sudden flooding of the market with diamonds from Lichtenburg 
and Namaqualand, before measures of control could be taken, 
threatehed completely to disorganize the market. The situation 
was only saved by the syndicate’s stepping and buying millions 
of pounds’ worth of diamonds which could only be resold grad- 
ually over a long period. 

“The depression, therefore, found the Diamond Corporation 
with abnormally large stocks. The knowledge that these stocks 
existed caused great anxiety in the trade, for it was feared, 
however unjustifiably, that they might at any moment be 
thrown upon a stagnant market with disastrous consequences. 

“These then are the special difficulties which the provisional 
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SIR ERNEST OPPENHEIMER 


agreement with the new Coalition Government in the Union 
is designed to remove. In the first place, the Government has 
agreed to close its separate selling office and to market its dia- 
monds in the same way as the other producers. The funda- 
mental principle of ‘sales through one channel’ will be again 
observed, and steps will be taken to ensure beyond any shadow 
of doubt that parity of prices and assortment is maintained 
between Kimberley and London. This by itself is most impor- 
tant and cannot fail to have highly favorable results. 

“The important South African producers, including the Gov- 
ernment, are forming themselves into an association so as 
more defjnitely to apportion the available trade among them- 
selves, and for facilitating general co-operation in meeting any 
problems that may arise in the future. The Government, in 
the same way as the other members, has agreed unconditionally 
to accept a fixed percentage of the trade for all its diamond 
rights in Namaqualand and no longer insists on the right to a 
minimum annual sale. 

“Lastly, the problem of the Diamond Corporation’s stock re- 
mained to be settled. This was a matter of particular impor- 
tance and a solution was very hard to find. If the Diamond 
Corporation’s stock was to be liquidated over a short period 
it would have meant a long delay before the producers could 
again make normal sales. The depression in Kimberley and 
the other diamond fields must have continued unabated and 
the resumption of dividend payments by the producing com- 
panies would have been seriously deferred. 

“Fortunately a way out has been found, at once simple and 
effective. The Diamond Corporation has agreed insofar as its 
stock is concerned to look upon itself as a producer, to become 
a member of the Producers’ Association and dispose of its 
stock gradually by limiting its yearly sales to an agreed pro- 
portion of the sales made by the other members of the associa- 
tion. As a result of this arrangement the Diamond Corpora- 
tion’s stock insofar as it affects the market, will cease to exist. 

“No review of the diamond industry would be complete with- 
out reference to the special position of the extra Union-Pro- 
ducers. ‘The only important deposits outside the Union and 
the Mandated Territoty of South-West Africa are in the Bel- 
gian Congo, Angola and British West Africa. ‘These pro- 
ducers fully understand the importance of not forcing unwanted 
diamonds on the market and of disposing of their diamonds 
through the same channel as the South African producers. For 
many years past they have contracted to sell their production 
to the Diamond Corporation, and at the present time contracts 
are running. . 

“There is no doubt that during the depression these contracts 
were most valuable to the ‘outside’ producers. This cannot 
have failed to demonstrate to them the soundness of their policy 
of co-operation with the South African producers and the Dia- 
mond Corporation. 

“Relations: with the ‘outside’ producers have always been 





is @. E. dD. ; 


*Quod era demonstratum, or in every day English, 


*““What was to be demonstrated.”’ 


Affixed tea geometry problem these three letters 
signify that the claims stated have been conclusively 


proven a fact. 


Long time consistent advertising might well be 
termed the “Q. E. D.” of dependability. For it 
signifies that a product bi stood the test of years 
of service, has fulfilled all claims made for it, has 


performed to the complete satisfaction of hundreds 


of users. 


The value of such a rating was never more im- 
portant than at present. Progressive manufacturers 
are protecting their rating by continuing to adver- 
tise steadily, truthfully, and believably. In the 
pages of this magazine you will find such adver- 
tisers represented. Read their message — study 


carefully what they have to offer. It’s to your ad- 


vantage to do so. 


chive wlising.... your guide to dependable p'radicts— 


No. 13 
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ADVERTISING AND 
PROSPERITY 


—When a manufacturer says: ‘Nothing 
doing” in the way of advertising, I’m in- 
clined to think that he is not very proud of 
his product. 


—Because, when a man is proud of anything, 
whether it be a new baby, a 99 golf score, 
or a snappy new roadster, he’s most likely 
to talk about it—and talk loud, too. 


—Advertising is the greatest influence known 
to create demand—and still more demand. 
There’s nothing to compare with it. 


—The Administration at Washington wants 
and intends to create more employment. 
A practical and needful ambition. 


—Advertising creates demand—demand means 
more goods consumed—and more goods 
consumed means more employment. 


—There is still a vast deal of purchasing 
power in this country. Much of it is still 
stagnant because of uncertainty and fear. 


—Possibly some of this fear has been accentu- 
ated or even caused by the lull in advertis- 
ing activity during the past two years. 


—For advertising admits of courage and en- 
genders courage. 


—I believe that a return to normal advertisinz 
activity will still further promote the cause 
of better times for all of us. 


President. 








Copyright 1932, Rogers & Gano Advertising Agency of Texas 
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and are most harmonious, and it may confidently be expected 
thdt in the individual interests of each producer as well as in 
the general interests of the trade, they will be drawn still closer 
in the future. So long as this co-operation lasts, all but a neg- 
ligible proportion of the diamonds produced in the world will 
be sold through one organization. 

“Jt was to be expected that a luxury- trade like diamonds 
should suffer particularly in the depression—more especially in 
view of those difficulties which, as has been explained, are only 
now being removed by the new Agreement with the South 
African Government. Indeed, the consumption of diamonds, 
like that of most other commodities, fell to a very low level. 

“Even in the darkest days, though, the trade never came to 
anything like a standstill, and there can be no doubt that the 
world’s liking for diamonds is as strong as ever, and the poten- 
tial demand as great or greater than it ever was. Although 
the volume of the business fell rapidly, the large measure of 
control that existed made it possible to resist to a large extent 
the disastrous fall that took place in the prices of most other 
commodities. 

“Over a long period the price of diamonds has been remark- 
able for its steadiness. The diamond has always been attractive 
as an investment. In these days of shifting currencies it is 
particularly desirable, for it is the policy of the Diamond Cor- 
poration, Ltd., to value diamonds for sale in gold. 





Japanese Ambassador Presents Mikimoto Model 
of Mount Vernon to Smithsonian Institute 


WasHIncTon, D. C., Nov. 24.—A model of Mount 
Vernon, formed of mother-of-pearl ‘and cultured pearls, 
was presented to the Smithsonian Institute at 11 a. m. 
today by Japanese Ambassador Debuchi. It contains 
5,184 pearls and 12,000 pieces of mother-of-pearl and is 
19%4 inches long and 93 inches wide. 

The model was 15 months in the making, and is 


valued at $310,000. 
developer of Japan’s cultured pearl industry. The modél 





It is a gift from K. Mikimoto, 





Mount Vernon in cultured pearls. 

has been on exhibit at the Century of Progress. Here- 
after it will be exhibited at the National Museum. The 
presentation took place in the National Museum foyer, 
with Dr. Charles G. Abbot, secretary of the Smithsonian 
Institute accepting the replica. 

Mr. Mikimoto was represented by J. Seo and T. Kato. 

Ambassador Debuchi and his family are now enroute to 
San Francisco and their way back to Tokio, where he has 
been called for a report on Japanese-American relations. 











STAR SAPPHIRE—a gem of 
$} rare beauty and increasing 
popularity. 


P A choice selec- 
tion of the finest 
$| —set in rings for 
men and women; 
: also in cuff links 
$]_ —priced in keep- 
|} ing with the 








times. Let us submit them for your approval ~ 
; Telephone BRyant 9-9553 


: JEROME RICHHEIMER 
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With a large stock of Pre- 
cious Stones always on hand 
we are prepared at any 
time to cooperate with you 
on whatever calls you may 
have. 
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Emerald Cut 
and Marquise 
Diamonds 
Emeralds 
Sapphires 
Rubies 
Cat's-Eyes 


Pearls 
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STERN BROS. 
& CO. 


IMPORTERS 
AND CUTTERS 
OF 


DIAMONDS 


2 West 46th St., 
New York 


Diamond Cutting Works 


68 Hunters Point Avenue 
. . Long Island City . . 


Amsterdam: 
16 Sarphatistraat 
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Diamond Industry Review for 1932 


By 


Sydney H. Ball, Mining Geologist 
CORPORATION’S AND OTHER STOCKS AND SALES 


(Continued from November Issue) 


Tae amount of the Corporation’s sales are not made public 
but in even the most depressed times they do not cease al- 
together. Normal sales in recent years have approximated 
$65,000,000 to $75,000,000. Sales in 1931 were small, but in- 
creased somewhat in 1932. Even before the fall boomlet sales 
were at times good (for instance £100,000 in two days in 
February). The President of the Johannesburg Consolidated 
Investment Corporation at the November annual meeting stated 
that the Corporation’s business from January 1 to October 31 
was slightly in excess of the same period in 1931. If so, sales 
outside of the U. S. A. have been unusually large. 


CORPORATION 


As usual the Diamond Corporation has handled a difficult 
situation admirably. Due to the under-estimation of the length 
of the crisis, producers continued mining longer than they 
should and in consequence a large stock of diamonds is in the 
hands of the Corporation. 

In the face of such a situation the Corporation has been able 
largely to sustain the price of rough by only offering goods for 
sales as the demand appeared. It began the year by making 
“shows” but twice a week. In June, the Corporation sold large 
quantities of Congo and Angola goods and as this furnished 
the cutters with a sufficient supply of rough to work on, no 
“sights” were made from June 15 to September 15, 1932. The 
Corporation enjoyed good business in September and October 
but ‘demand falling off, the Corporation made no “sights” from 
the middle of November to December 6, 1932. When South 
Africa went off the gold standard at the year end, the Corpora- 
tion fearing an over-production from alluvial sources, in- 
structed its buyers to pay in South African money, the equi- 
valent price reigning before the country went off the gold 
standard. It also sold rough in South Africa on the same 
basis; and the government agreed to act similarly. The Cor- 
poration and the Belgian and Angola producers met early in 
October, leading to rumors that the latter were to open up an 
independent sales office in Brussels. In reality while the Bel- 
gian cutters were insured ample supplies of rough, the real 
objects of the meeting was attained, namely retention of sales 
through a single channel, the Diamond Corporation, restric- 
tion of Central African production and an easing in the pay- 
ment by the Corporation to its clients. 


SOUTH AFRICAN PRODUCTION 


To June 30, 1932, South Africa has a recorded production 
(in addition to stolen and smuggled stones) of diamonds worth 
gome £308,225,408 ($1,501,057,837) or well over one-quarter of 
its gold production and almost one-fifth of the total mineral 
output. 

During the twelve years, 1920 to 1931, South Africa has pro- 
duced 32,276,546 carats and sold 28,437,616, an excess produc- 
tion of 3,838,930 carats; the lack of balance being due to the 
exploitation of the Lichtenburg and Namaqualand alluvial 
fields, the excess of output over sales beginning in 1927. 

Yearly exports of diamonds: 

Alluvial Mines 
Carats Value Carats Value 


To March 31, 1927... 1,386,958 £5,035,381 2,269,869  £6,883,045 
To March 31, 1928... 2,454,844 6,250,742 2,321,455 5,984,650 
To March 31, 1929... 1,421,376 7,012,380 1,686,059 4,558,091 
To March 31, 1930... 1,227,514 4,331,484 1,084,644 3,530,116 
To March 31, 1931... 723,788 1,751,414 690,445 1,707,799 
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1932 Exports 
£1,955,523 (Est.) 


Total 
Carats Value 


To March 31, 1927... 3,656,827 £11,919,326 


31, 1928... 4,776,299 12,235,392 
» — 31, 1929... 3,107,435 11,570,471 
To varch 31,1930... 2,313,158 7,861,600 
7e March 31,1931... 1,414,233 3,459,213 


Recent productions of South Africa, its alluvial mines and 


its sales follow: 


Total Predustioe Alluvial sae. = 


Carats Value Carats alue 
1926 .---+++* 3,217,966 £10,683,597 808,329 £3,983,681 
1927 w-seeeee 4,708,038 12,392,308 2,318,407 6,198,769 
1928 ..---++- 4,372,856 16,677,772 2,114,674 11,061,781 
1929 ..eeeee> 3,661,212 10,590,113 1,367,691 4,823,212 
1930...++-++> 3,163,591 8,340,719 918,705 3,065,386 
1931 ..--+--- 2,119,155 4,182,523 647,044 1,937,440 
ist half 1932. 546,503 922,868 240,521 547,962 

ales 

Carats Value Value Per Carat 
ae 3,178,428  £10,961,814 68s. 11d. 
1927 ..0e+ee- 4,255,774 11,818,987 55s. 5%4d. 
1928 ..-+-++- 3,693,188 11,105,413 60s. 1.7d. 
gis sces. 3,082,016 12,426,402 80s. 7.7d. 
1930 ...-+++> 1,892,954 5,979,880 63s. 2d. 
El oinees oe 1,523,929 3,291,949 43s. 214d. 
ist half 1932. 516,563 903,733 34s. 11d. 


The number of men employed in the diamond mines has de- 
creased greatly, 63,297 being employed in 1930 and only 46,402 
in 1931. In the same period, the white alluvial diggers de- 
creased from 7250 to 5629. As 1932 closed probably not more 
than 25,000 men were working. 


(The End) 


Hearing on Code for Wholesale Jewelry Trade 


Wasuincton, D. C.—Lloyd J. Pattee, speaking for 
the National Wholesale Jewelers Association, including 
watchmakers and jewelers supplies, at the wholesale code 
hearing on Nov. 13, before Division Administrator A. D. 
Whiteside, in favor of the provisions of the code said that 
his organization accounts for 75 per cent of the trade’s 
annual $120,000,000 sales. The trade had 6,000 employ- 
ees in 1931, he said, but now has only 4,000. 

The National Wholesale Men’s Novelty Jewelry Asso- 
ciation was represented by Irvin E. Baker, who also ap- 
proved the code. He said that his organization repre- 
sented only about 50 per cent of the firms in the trade but 
65 per cent of its volume. 

Chauncey M. Mayers, treasurer of the American 
Wholesale Jewelry and Giftware Association, also spoke 
in favor of the code. There is no association representing 
a majority of the moré than 2,000 firms in the wholesale 
jewelry trade, he said, but the majority of houses favor 
the code proposals. 

The Administrator pointed out that reduction of un- 
employment this winter is vitally necessary. “If immedi- 
ate improvement is not noticed,” he said, “it will probably 
be necessary—I speak unofficially, giving my own opinion 
—to reduce the hours of all industries, whether they are 
operating under codes or not.” 

He stated that he considered the wholesale code one of 
the most important yet held. ‘The business of the coun- 
try is on the road of new economics,” he said. “Those 
who operate sensibly and in cooperation with others must 
be enabled to operate at a profit.” 





A new-piece of promotional literature designed by J. R. Wood 
& Sons tells the story of the Omega 15 model watch plan. It calls 
attention to the fact that through lack of careful buying the 
jeweler may easily stock too many lines and suggests 15 selected 
Omega models, as filling nearly all the requirements of the 
consumer for watches. An excellent program of merchandising : 
support in dealer helps and suggested advertising is outlined in 
the brochure. 
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these qualities charac- 
teristic of every Lampl- 
created piece: 


Originality of Design 


Unexcelled 
Workmanship 


Moderate Price 











Member Fashion Jewelers’ Assn. 


Walter Lampl 


Creators of the Unusual—As Usual 
Precious Stone Jewelry 


Gold & Platinum Chains 
20 W. 47th St. NEW YORK 











renylhing in Sterling 


orham 


Oo to $2500} 


How few gifts of last year still give joy and service! 
Where is your gift of 1932? If it had been Gorham Sterling, you would 
know ... for it would be in daily use. Women are practical. They don’t 









want gew-gaws. And they bury many disappointments under a feigned 







enthusiasm on Christmas day. Regardless of wealth... or possessions .. 





one thing finds instant joyous nccoptonce by womer 






. especially when “ someg 














¢ makes women prouder of Gorham Sterling 


ban of any other... it is the assurance that the name Gorham means 





authority ... authenticity... true art in silversmithing ... perfection in 






design and detail. Gorham’s universal acknowledgement 






as the leading silversmith of the world is an honor 






earned through 102 years of creating only the finest. 






Lhe GORHAM Con STERLING 


PLovidenee, Rhurde Lalande svi - SINCE 1831 


AMERICA'S LEADING SILVERSMITHS. MAKERS OF EVERYTHING IN 
STERLING SILVER, BRONZE & GOLD. SPECIAL COMMISSIONS SOLICITED. 


A few suggestions in Gorham Hollow-ware 


“Everything in Sterling” is shown by hun- by Gorham silversmiths . .. with each 
dreds ofitemsin Gorham hollow-ware.Each line...each curve...each detail... perfect. 
piece was created by Gorham...fashioned Many articles at $5 ... others up to $2500. 






















In center, left to right (cont'd) 
Military Brushes, Comb 
and Case (Set) . $18.25 
In foreground... 


Mirror (Left) . $17.50 
Mirror (right) . $14. 
Bon Bon Dish . $12. 


In background, left to right... 
Bacon Dish . . $24. 
Vase . . . . $2758 
Sandwich Plate . $25. 


Baby's Knife,Fork,Spoon 
and Pusher (Set) . $6.75 

















In center, left to a ae 
Mayonnaise Bowl, Tray, 
Ladle (Set) . . $27.75 
Cigarette Box . . $30. 


Child's Bowl, Plate and 
Cup (Set) . . . $19.50 









SPECIAL TO OWNERS 
OF VERY OLD 
GORHAM PATTERNS: 
No special die-charge for 
orders received to January 3! 
for April delivery only. Orde 
whatever you need now. 













IN A GIFT FROM A JEWELER... Send Stecling! 
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THERE’S A THRILL 





















This window display reflects the Holiday Spirit and is sure to attract purchaser attention to the jewelry store. 





SILVERWARE FOR CHRISTMAS 


By Raymond Hay 


Te glow of soft 


candlelight on gleaming silver truly reflects tne new 1934 
spirit, warmth and hospitality of Christmas. Bring that 
same reflection to the windows of your store. Make them 
represent your store with a message of Christmas cheer— 
and quality. 

In this case the story is simple “Here are Christmas 
gifts that are beautiful, distinctive and important. Buy 
them.” 

Alternate red and blue strips of cellophane on the win- 
dow lights will bring warm highlights to your silver. The 
background is made of bright red cloth over beaver board. 
A cut-out candle is placed in front with tinsel to repre- 
sent rays of light fastened on and around the plaque’s 
edge. Three heavy strips of tinsel are hung from the 
front next to the glass. The light follows this tinsel and 
creates just enough sparkle to contrast with the soft glow 
of the silver. A complete color scheme of red and white 
is used. This would be effective in green and white for 
a second window. Any sign painter can construct the 
plaque and candle at a total cost of about $5. 

In general, at Christmas all price tags should be turned 
up so the hasty customer may read at a glance that your 
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prices are in line with other stores. Build a good Christ- 
mas display back-ground—keep it there but change your 
floor covering and merchandise frequently. 

While others are jamming their windows full of gen- 
eral merchandise and a little bit of everything which 
merely confuses the customer—pick out a few really in- 
telligent suggestions explaining on small cards WHO 
would like them, WHAT they will do and HOW 
MUCH they cost—arrange group displays for Mother, 
Dad, Her, etc., and watch results. 

All window displays, like stage settings, create certain 
effects upon those who see them. Certain scenes in plays 
or revues stand out in your memory. Invariably, these 
scenes were unusual examples of lighting effect, color con- 
trast, design, or a single idea worked out in complete 
detail. 

You have a plot to unfold and your story must be com- 
pletely understood at a glance if your display is to be suc- 
cessful. 

Follow these same successful rules and people will be- 
gin remembering your displays. You will get calls for 
merchandise, not only during the time the windows are 
in but also for weeks afterwards. 





Delivery of rush orders 


in these — before Christmas is now only a matter of a 


few hours if we ship by this new high speed service. Your 
shipment can be dispatched on first American Airways 
plane—and delivered to you immediately on arrival by 
special Postal Tele- 
graph messenger or Examples of Elapsed Time and 

truck. Whether you Rates from Wallingford, Conn. | 
are on an airline or Total Time | 
not, your last minute To 1 tb. 5 tb. 10 1b. 25 1b. in Transit 


h d b —- . $1.50 $2.85 $4.65 $10.25 . 29 min, | 
viens Sreers Can ° 3.15 5.25 11.75 . 10 min. f 


speeded in this man- + 1-50 185 265 5.25 6 hr. 20 min. | 
ner by combination 1.50 2.45 3.85 8. 50 min. | 
air te rail. For this Detroit .. |. 2.25 3.45 7. . 22 min 
speedy service the 

tariff i is quite reason- 3.55 6.05 13.75 . 22 min. | 
able. For your tariff |] mfami < 1:32. 08 ‘8-28 14:28 18 hr, 49 min 
phone your nearest oan Pak. 1.95 2.85 5.75 . 59 min. 
Postal Telegraph Of. aie A 3.85 10.65 25.25 - 19 min. | 


fice | ere * 1.65 2.25 4.25 . 54 min. | 
Rates include delivery b 
R. WALLACE Postal Telegraph + ne 
& Sons Mfg. Co. 
Wallingford, Conn. 





2.65 4.25 9.25 . 25 min. § 








NORMANDIE IN STERLING .. . THE SEASON’S LEADER 


WALLACE Ghilvecs 
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Unique and attention compelling display that tied in with the silverware being featured and invited in many customers. 





“A Window With a Selling Punch 


a Attracting public attention 
to a display of merchandise is always a big factor in sales 
promotion and that is just what Claud S. Bennett, Inc., 
207 Peachtree St., Atlanta, does. 

Above is a window featuring sterling silverware which 
caused much favorable comment and helped to increase 
silver sales. 

Here the use of flowers in a tall and a low container 
showed use of the merchandise, which is always important 
in bringing silver to the attention of prospective buyers. 
Then the frame entwined with flowers at the back of the 
window made an excellent offset for the typical country 
scene and ties in with the whole idea behind the display. 

The window is not overcrowded with silver but the 
arrangement of the display and the neat card focus atten- 
tion on it. 

Lovers of fine silver are today enabled to carry out 
thei? individual taste in every detail. The silver serv- 
ice for the dining room can thus be made to harmonize 
with the general decorative design or period of the room 
more completely than any conventional design, however 
elaborate and beautiful it may be. This is a selling point 
that is not overlooked by the Atlanta concern in its sales 
promotion. 

It is also evident that the Bennett company believes 
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that window Space is one of the most important contacts 
of the retailer with the public and that it is the retailer’s 
never-ending job to get more women buyers into its store. 
Windows of the type above shown help to do that job. 


Oe daylight cannot 
be depended upon to light the windows at all times, the 
question of lighting has been given careful consideration 
in this store, and this feature adds to the attractiveness 
of the window displays. 

Attention is also paid to the backgrounds against which 
the displays are made in order to maintain harmony in 
the whole arrangement and to create an inviting atmos- 
phere which at once appeals to the prospective purchaser. 

An attitude of friendly interest is extended to all—both 
purchasers and curious. As a result of this, people are 
made to feel at home when visiting the store. 

Mr. Bennett was formerly connected with one of the 
Atlanta wholesale jewelers and entered the retaii field 
about 10 years ago, starting with only one employee. A 
beautiful new store was opened last year. Continued 
personal effort and consistent conscientious advertising 
through newspapers and by direct mail have helped build 
the business. 








“Yes, dear, | know this is the silver | want” 


OME women buy silverware casually, but most women choose 

it with the care which a permanent possession deserves. 

Their first step is to send for “The Modern Way to Choose Your 

Silver.” This portfolio shows many of the “TREASURE” patterns, 
as well as the types of room for which they were designed. 


Once you have decided which of the patterns pleases you 
most—and suits the spirit of your dining room—it is a simple 
matter to go to your jeweler’s and see the silver itself. As soon 
as you hold it in your hands, you will know. 


Many brides-to-be tell their family and friends which 

“TREASURE” pattern they have chosen. Some just buy a com- 

plete service. But one thing they all agree on—fine silverware 

sets the tone of your home. Let it be one room and kitchenette 

) —or a large establishment—your guests judge your taste when 

Creasure a they see your silver. 
OS , Sterling 

wo fA 925/100 Fine 


j ROGERS, LUNT & BOWLEN CO. - Silversmiths - GREENFIELD, MASS we 


AMERICAN DIRECTOIRE 7 


Appearing in Vogue, House & Garden, Harper’s Bazaar and Home & Field magazines 











Christmas NRA’s for Jewelers 
(From page 29) 


ment standpoint. “Great fortunes have been made 
in diamonds in times like the present,” one ad stated. 

(11) Syman has also been very successful in sell- 
ing high grade silver. He advertises silver as a 
commodity which has a marked effect on economic 
conditions, showing that men in high public offices 
request their families and friends to buy silver ser- 
vice in place of other gifts. 

(12) One year an illustrated letter showing 
views of foreign countries and photos of gifts 
brought from these countries brought the Syman 
company a very worthwhile response. ‘The letters 
were sent to customers who desired distinctive mer- 
chandise. Syman obtained the material for the letter 
on an oriental tour. . 

(13) Circulars listing the complete Christmas 
stock of the firm during one holiday season brought 
in about 2000 sales averaging $40 apiece. The suc- 
cess of the mailing piece was attributed to wide dis- 
tribution. The letters were sent to a mailing list of 
about 25,000, covering all classes of trade. 

(14) And here’s another excellent idea of a Den- 
ver store which is applicable to the jewelry business: 
early buying was stimulated through the use of a 
window featuring a calendar of the month of Decem- 
ber with the 25th encircled by a red line. An 
accompanying sign read: “Buy now and take advan- 
tage of complete selection.” 

(15) For a number of seasons in succession, 
Kortz & Sons made numbers of Christmas sales by 
featuring in a radio program, one new gift item 
each day. The radio appeal was tied up with news- 
paper advertisements. 

(16) A highly specialized direct mail campaign 
on gift stock was reported to have brought nearly 
65 per cent returns for the same store. The im- 
portant feature of the campaign was exceptionally 
careful classification of customers. One letter in 
which the regular customer was requested to make 
his gift purchases at the store, was used. In another, 
customers were invited to renew dormant accounts. 
A third was directed to a list of prospective buyers. 
A list of suggested gifts was used in the last letter 
but not in the others. 





Your Christmas Window 
(From page 31) 


the Christmas spirit. The flowers you can probably buy 
at a substantial discount from a neighboring florist, with 
the understanding that you will place a card crediting 
his shop in the display. The columns are of wood, turned 
on a lathe, and painted white. The hemisphere is half of 
an old globe map. One of these may be had at little 
cost from a map seller. Strip off the map and have the 
globe cut in two. Under the map is a layer of plaster 
which can be sandpapered to a smooth white finish. ‘The 
one used by Mr. Okie was prepared in this manner and 
a hole cut in the side facing the rear of the window 
through which was inserted dry ice. This kept the window 


well refrigerated and prevented the orchids from 
withering. 
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Christmas 
Gifts 


Cigarette Holders 


in unusual forms 


Sterling Silver 





No. 3931—4%4 inches 


Adapted from an Old English 
Bacon Dish 





No. 3930—514 inches 


Miniature copy of an eighteenth 
century Vegetable Dish 


CURRIER & ROBY 


Silversmiths 


217 East 38th Street, New York 
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MENS BILLFOLDS Heiter 


NEW; ORIGINAL IDEAS IN LEATHER GIFTS 








ee ae This is only one of many attractive Men’s Gif; 


FOR MEN Sets in our De Luxe 1934 Line. 






Card 
Pocket 







Silk Stitch 






Name & Emblem No. H272—The “Admiral” De Luxe two piece gift get 
7 Te consisting of the popular four pass HALVORFOLD two 
‘ ; tone embossed brown genuine Steerhide, used by over a 
Million of America’s business and fraternal men and the 
six-hook KeyCase to match. Both the HALVORFOLD 
and the keycase are 1/10—14K gold mounted as shown, 

6 Steel Both ideal for gold stamping purposes. 


Swivel 
PET oe ee re ee hk © 2 ee $4.25 


Hooks 
KEYSTONE LIST 


Ask your Jobbcr to show you the complete line of our 
HALVORFOLDS. Gift Seis, Ladies Bags and Dressing Cases, 
sold through Jobbers only. 














4-8 
or more 
Pass Capacity 









Ingenious 
Loose Leaf Device 
















FOR MORE THAN 
A QUARTER CENTURY 
SEAL BRAND BY HALVORFOLD!! 









Only the finest Genuine Leathers and workmanship. Over one Million Men now 
use HALVORFOLDS—the Loose Leaf Pass Case, Card Case and Bill Fold that 
has come to be an essential part of every man’s personal effects. 


WRITE YOUR JOBBER TODAY! 


















No matter what brings you to Phila 
delphia-— business, pleasure or a tour 
of America's historic landmarks —you 


will do well to stay at Hotel Adelphia 
SCi/1 oi Close to all attractions —with every 
comfort and luxury at low cost. Finest 


GIVING BUFFET SUPPERS NOW food deftly served in the French Res- 


This new Electric Buffet Server of chromium with ebony black taurant, Coffee Grill and Roof Garden. 


trim was especially designed by Chase for buffet entertaining. 400 ROOMS with BATH 

It plugs in just as any electrical appliance and automatically : 

maintains water in the chromium base at a temperature of 150° from #3. single from $5. double 

to 160° to Be | mre hot oe Sepeenes for late guests. It has ADELPHIA HOTEL COMPANY 
our deep porcelain casseroles. Operates on either . . . 
alternating or direct current. Price, $40.00 retail. David B. Provan, Managing Director 


There is still time to send you a rush shipment 
Cuase before the holidays. 


iM DL) ADELPHIA 


— INCORPORATED — 


200 Fifth Ave. New York, N. Y. CHESTNUT AT 13™ STREET 


A4 THE JEWELERS’ CIRCULAR 
for December, 1933 























BW, 

























Gold—More Precious Than Ever 
(From page 25) 


include rings, brooches, pendants, bar rings, and bracelets. 
Other items, such as cuff links and scarf pins, have a 
definite appeal as gifts. Most men’s jewelry at Christmas 
time is bought by women, and the jeweler should appeal 
to women in his displays and advertising of rings and 
other men’s articles in gold. 

“Cameos and hematites are two stones which are appro- 
priate for settings in men’s rings. Chinese jade, fine 
amethysts and sapphires are but a few of the many stones 
which have an appeal when set in women’s jewelry. As a 


matter of fact, gold wedding rings represent the greatest * 


value, when percentage of gold is considered. 

“Sell women the idea of acquiring an ensemble. It is 
a logical way to approach them. Find out what color 
they prefer. It may be jade. Then sell them a pendant 
or a ring, and you will have opportunities to sell ear drops 
and other pieces to match. If you start them with a 
piece of jade they will keep coming back until they have 
an ensemble. 

“Sport jewelry is now a year-around item, and you 
should encounter no sales resistance in the sale of a tie 
clasp with a golf club on it in December, simply because 
the golf season is over. Impress the customer with this. 
The mode of dress, with plainer costumes lends itself 
more to the wearing of sports jewelry than did the more 
elaborate dress of years ago. 

“Shoulder pins, brooches, links and bracelets, with some 
sports theme on them are popular articles of gold jewelry. 


Some of them have enamel effects. The universal interest 
in sports accounts for the fact that older people are just 
as inclined to wear sports jewelry as are the younger men 
and women, and this type of jewelry is an ideal gift item. 

“Jewelers should give their watch bracelets which are 
in the $5 to $25 range of prices more prominence, instead 
of being content to sell lower priced numbers. When a 
good, gold-filled bracelet is sold, the customer is out of 
the market for one a long time. Bracelets which cost be- 
low $5 are too often the ones which are sold. 

“Display the higher grade bracelets in the windows, 
and key the customers up to the point where they realize 
that these better grade numbers are on the market and 
should be bought. Explain the fact that a bracelet lasts 
a long while, and that a solid gold article will give endur- 
ing satisfaction. 

“The most valuable advertising medium which a 
jeweler has is his window. If a jeweler had an appraisal 
made of the value of each of his windows, he would find 
that each is the equivalent of several billboards, and while 
each billboard would probably cost him $25 a month, a 
window in a well-situated retail jewelry store is worth 
about $100 a month in advertising value. 

“Display men’s articles and women’s articles separately 
in windows. Merchandise is more interesting if it is 
grouped to appeal to either one or the other group, and 
the display is more effective. If there are not two windows 
available, alternate the displays, using the space for men’s 
goods part of the time, and for women’s items on other 
occasions. 





43-47 West 23rd St., ° . New York City 





Che Pairpoint Corporation, xew weotord, Mass. 





THESE LAMPS ARE OUR REGULAR QUALITY 
THE PRICES ARE THE LOWEST WE HAVE EVER OFFERED. 
DISCOUNTS QUOTED ON REQUEST 


150 Post St., . San Francisco 
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The Jewelry 
Trade Club 


®t of the 


youngest and also one of the most popular organizations 
in the Jewelry Industry in New York, is the Jewelry 
Trade Club, Inc. Founded more than four years ago, the 
club today boasts of a membership of more than 140, an 
enrollment which has grown to its present proportions 
from the original 29 charter members. 

The success of the organization is largely attributable 
to the daily luncheon table offering the combination of 
















Above—The 
lounge. Right — 
Jewelry Trade Club 
dining room. 









Above — The _ con- 

genial card room for 

the Bridge-minded. 

Right—Entrance cor- 
ridor. 


excellent food and an opportunity to meet with other 
members of the trade in congenial discussion. This feature 
of the club’s activities has been especially remarked in the 
trade. Then there is golf in the summer time, bridge 
in the winter, and the annual banquet each November. 

Although the roster will soon reach its quota, there 
still remains an opportunity for a few representative men 
in the trade to become members. Once this quota is com- 
pleted, it will be possible to join only when the list of 
members falls below the desired number. 

The present quarters of the club are in the penthouse of 
the Brentano Building, at 1 W. 47th Street. It formerly 
occupied rooms in 20 W. 47th Street, but with the in- 
(Turn to page 69) 
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President Roosevelt Signs Code of 
Precious Jewelry Producing Industry 


Wasuincton, D. C.—The Code of Fair Competition 
for the Precious Jewelry Producing Industry was signed 
by President Roosevelt on November 27 and is now 


effective. It follows: 

Articles I and II define the terms used in the code. 

Article III states that no employee shall be permitted to work 
in excess of 40 hours in any one week except that during sea- 
sonal or peak demands employees, other than office and clerical 
employees, may work not to exceed 144 hours per year in 
excess of the maximum herein established, or 48 hours in any 
one week, or more than eight hours in any one day; 

Provided, however, that the maximum hours worked shall not 
exceed 40 in any one week when averaged over a period of 
three consecutive calendar months; and provided further that 
time and one-third shall be paid for all hours in excess of 40 in 
any one week. 

(a) The minimum hours fixed in the foregoing section 
shall not apply to any employee on emergency maintenance 
or emergency repair work involving breakdowns or protec- 
tion of life or property but in any such special case at least 
one and one-third times his normal rate shall be paid for all 
hours worked in excess of the maximum herein established. 
(b) The provisions for maximum hours herein established 
shall not apply to employees engaged in a managerial or 
executive capacity who now receive over $35 per week, or 
to outside salesmen. 

(c) Employers (including individuals, partners and off- 
cers or stockholders of corporations) or individual manu- 
facturers while working as producers shall adhere to the 
hours above prescribed. 


ARTICLE IV. WAGES 


1. The minimum wage that shall be paid by aay employer to 
any employee shall be not less than 40 cents an hour except 
learners who shall have had no previous experience or employ- 
ment in this industry, shall be paid not less than 80 per cent 
of the minimum hourly rate, provided, however, that such 
learners shall be limited to a six weeks’ learning period, after 
which period they shall receive at least the minimum wage, 
and provided further that the number of learners employed by 
any one employer in any one month shall not exceed 5 per 
cent of the total number of employees of such employer, except 
that an employer of less than 20 employees shall be entitled 
to employ one learner. 

2. This article establishes a minimum wage of pay regardless 
of whether an employee is compensated on a time rate, piece 
work or other basis. 

3. Female employees performing substantially the same work 
as male employees shall receive the same rates of pay as male 
employees. 

4. It is the policy of the members of this industry to refrain 
from reducing the compensation for employment which compen- 
sation was prior to June 16, 1933, in excess of the minimum 
wage herein set forth, notwithstanding that the hours of work 
in such employment may be reduced; and, unless since such 
date such adjustments have been made, all members of this 
industry shall endeavor to increase the pay of all employees 
im excess of the minimum wage, as herein set forth by an 
equitable adjustment of all pay schedules. 


GENERAL LABOR PROVISIONS 


1. Employers shall not employ nor have in their employ any 
person under the age of 16 years nor any one under 18 years 
of age at operations or occupations hazardous in nature or 
detrimental to health. The code authorities shall submit to the 
Administrator a list of such occupations. In any state an 
employer shall be deemed to have complied with this provision 
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if he shall have on file a certificate or permit duly issued by 
the authority in such state empowered to issue employment or 
age certificates or permits, showing that the employee is of the 
required age. 

2. Employees shall have the right to organize and bargain 
collectively through representatives of their own choosing and 
shall be free from interference, restraint or coercion of em- 
ployers of labor or their agents, in the designation of such 
representatives or in self organization or in other concerted 
activities for the purpose of collective bargaining or other 
mutual aid or protection. 

3. No employee and no one seeking employment shall be 
required as a condition of employment to jo'n any company 
union or to refrain from joining, organizing or assisting a labor 
organization of his own choosing. 

4. Employers shall comply with the maximum hours of labor, 
minimum rates of pay and other conditions of employment 
approved or prescribed by the President. 

5. No employee shall work or be permitted to work for a 
total number of hours in excess of the number of hours herein 
prescribed, whether he be employed by one or more employers. 

6. Within each state this code shall not supersede any laws 
of such State imposing more stringent requirements on em- 
ployers regulating the age of employees, wages, hours of work 
or health, fire or general working conditions than under this 
code. 

7. Employers shall not reclassify employees or duties of 
occupations performed by employees so as to defeat the pur- 
poses of the code. 

8. Each employer shall post and keep posted in conspicuous 
places full copies of.the hour and wage provisions of this code. 

9. If any employer in the Precious Jewelry Producing In- 
dustry is also an employer of labor in any other industry, the 
provisions of this code shall apply to and affect only that part 
of the business which is included in the Precious Jewelry Pro- 
ducing Industry. 


ARTICLE V. Home Work 
Home work in this industry shall be prohibited. 


ARTICLE VI. ADMINISTRATION 


To further effectuate the policies of the act, a Code Author- 
ity is hereby constituted to cooperate with the Administrator 
in the administration of this code. 

I. ORGANIZATION AND CONSTITUTION OF CoDE AUTHORITY 

(a) The code authority shall consist of six members of the 
Precious Jewelry Producing Industry and one member of the 
Medium and Low Priced Jewelry Producing Industry. The 
President in his discretion may appoint not more than three 
additional members, without vote, to represent the Adminis- 
trator. c 

(b) Each trade or industrial association direetly or indi- 
rectly participating in the selection of activities of the code 
authority, shall submit to the Administrator true copies of its 
articles of association; by-laws, regulations and any amend- 
ments: thereto, together with such other information as to mem- 
bership, organization and activities as the Administrator may 
deem necessary to effectuate the purposes of the act. 

(c) In order that the code authority shall at all times be 
truly representative of the industry, and in other respects coia- 
ply with the provisions of the act, the Administrator may 
provide such hearings as he may deem proper; and thereafter 
if he shall find that the codé authority is not truly representative 
or does not in other respects comply with the provisions of the 
act, may require an appropriate modification in the method of 
selection of the code authority. 

II. The code authority shall have the following duties and 
powers to an extent permitted by the act, subject to the right 








of the Administrator on review to disapprove or modify any 
action taken by the code authority. 

(a) There shall be filed with the code authority at such 
times and in such manner as may be prescribed, with the 
approval of the Administrator, records showing in detail the 
number of employees, wage rates, employee earnings, hours of 
work, and such other data or information as the code authority 
may from time to time require. 

(b) Except as otherwise provided in the National Industrial 
Recovery Act, all statistics, data and information filed in accord- 
ance with the provisions of Sub-Paragraphs a and b of this 
article, shall be confidential and the statistics, data and informa- 
tion of one employer shall not be revealed to any other employer 
except that for the purpose of administrating or enforcing the 
provisions of this code, the code authority by their duly author- 
ized representatives (who shall not be in the employ of any 
employer affected by this code) with the approval of the 
Administrator, shall have access to any and all such statistics. 

(c) When complaint in writing is made to the code au- 
thority, that any of the provisions of this code have: been 
violated by an employer, the code authority shall promptly 
investigate the facts and may cause such investigation to be 
made as may be deemed necessary to determine the facts set 
forth therein, and if such complaint is verified by such investi- 
gation, the code authority shall issue an order to cease and 
desist from such violation, provided, that upon the refusal of 
any member of this industry to comply with such order of the 
code authority, the code authority shall call the same to the 
attention of the Administrator, and make such recommenda- 
tions with reference thereto, as it may deem necessary to 
effectuate the purposes of the act. 

(d) No inequitable restrictions on admission to membership 
in the Congress of Precious Jewelry Producers, Inc., or any 
other trade association or organized group, participating in 
the activities of the Code Authority, shall be imposed, and any 
member of the industry shall be eligible for membership in 
any such trade association or organized group upon compliance 
with the provisions of the by-laws regarding the membership, 
provided that any person applying for any such membership 
shall, in addition to the payment of such dues as are imposed 
and paid by all other members, accept a reasonable and equitable 
share of the cost of code development and administration. 
Such members of the industry who do not choose to become 
members of any trade association or organized group may 
participate in the activities of the Code Authority as herein 
provided, by paying to the Code Authority such proportionate 
part of the cost of code development and administration as 
the Code Authority, subject to the Administrator’s approval, 
shall prescribe as fair and equitable. 

III. Each member of the industry shall keep detailed records 
of all purchases, imports and sales made by him either as 
principal or agent, the date thereof, and the names and 
addresses of the parties from whom acquired or to whom sold 
and shall submit such records including consular invoices cov- 
ering imports to the Administrator upon request. 

IV. In addition to the information required to be submitted 
to the Code Authority, there shall be furnished to the Admin- 
istrator such statistical information as he may deem necessary 
for the purposes recited in Section III (a) of the act. 


ArTICLE VII. STANDARDS 


1. No article of merchandise shall be stamped, branded, 
marked or invoiced with any word, symbol, mark or quality 
mark, in violation of the Federal or State stamping laws gov- 
erning the stamping and marking of articles made of platinum, 
gold and other precious metals, or in violation of any commerce 
standard issued. by the United States Department of Commerce, 
nor shall any merchandise be advertised in a manner which 
will violate State advertising laws (particularly that statute 
known popularly as Printer’s Ink Statute) or of the rulings of 
the Federal Trade Commission. 

2. No article of merchandise shall be marked or stamped 
with a quality mark indicating gold or the fineness of gold 
unless the gold content shall be 10 Karat (Kt.) fine or over. 

3. The term “Solid Gold” shall be applied only to gold of 
24 Karat fineness. 

4. No article, including raw material and finished or unfin- 
ished merchandise, purporting to be or to be made of platinum, 


in whole or in part, shall be bought or sold unless the trans. 
action be covered by an invoice accurately stating the quality 
of the metal. 

5. When any quality mark descriptive of the quality, purity, 
fineness, quantity, weight and/or percentage of the platinum, 
gold, or other precious metal of which the article is made, js 
stamped or branded on such article itself, there must also be 
stamped or branded on said article (1) the trade mark duly 
applied for or registered under the laws of the United States 
of the manufacturer of such article or (2) if the manufacturer 
has sold or contracted to sell such articles to a jobber, whole. 
saler, or retail dealer, regularly engaged in business, the trade 
mark duly registered or applied for under the laws of the 
United States of such purchaser. 

6. All pearls, precious and semi-precious stones (diamonds 
not included) either sold loose or mounted, shall be designated 
on invoices by the proper description or terms, such as “Austra- 
lian Sapphire,” “Siam Ruby,” “Natural Pearl,” “Cultured 
Pearl,” etc. 

7. Synthetic, reconstructed, doublet, or imitation stones, cul- 
tured and imitation pearls, sold either loose or mounted, shall 
be designated as such on all invoices, tags or other descriptive 
medium. 

ArTicLE VIII. ‘TRADE PRACTICES 


The following practices constitute unfair methods of compe- 
tition for members of the industry and are prohibited: 

1. The false marking or branding of any product of the 
industry which has the tendency to mislead or deceive cus- 
tomers or prospective customers, whether as to grade, quality, 
quantity, substance, character, nature, origin, size, finish or 
preparation of any product of the industry, or otherwise. 

2. The making or causing or knowingly permitting to be 
made or published any false, materially inaccurate or decep- 
tive statement by way of advertisement or otherwise whether 
concerning the grade, quality, quantity, substance, character, 
nature, origin, size, finish or preparation of any product of 
the industry, or the credit terms, values, policies or services of 
any member of the industry, or otherwise, having the tendency 
or capacity to mislead or deceive customers, or prospective 
customers. 

3. Giving, delivering, loaning, consigning or otherwise plac- 
ing of any merchandise in the control or custody of any person 
either directly or indirectly for the purpose of conducting a sale 
(whether or not advertised) or for the purpose of placing the 
same in any retailer’s stock. 

(a) The foregoing .paragraph shall not prohibit (1) the 
consignment of any single item, exceeding in value $2,000, to 
any retailer not conducting a price reduction sale; or (2) the 
delivering upon memorandum, of merchandise for purpose of 
selection for a period not exceeding 15 days from date of 
receipt of the merchandise, or upon specific call. 

4. The sending or delivering of merchandise as samples, 
except upon the condition that same shall be returned within 
fifteen days following receipt except when a selection is sent 
for the purpose of preparing a catalog. 

5. Accepting for credit, exchange or for any other reason, 
articles of jewelry, finished or unfinished, returned by a pur- 
chaser, unless such article is defective or is not in accordance 
with specifications or approved sample; this provision shall not 
apply to settlements made with any insolvent or embarrassed 
debtor. 

6. The copying of any original design produced by another 
manufacturer or estimating upon or making up any article in 
imitation of another’s design, without the permission or consent 
of the owner of such design. 

(a) The memorandum on which such merchandise is deliv- 
ered shall bear the following: “The above itemized articles 
forwarded herewith shall not be copied or duplicated or altered 
or caused to be copied, duplicated or altered, by any one except 
the owner of said merchandise.” 

7. Directly or indirectly to give or permit to be given, or 
offer to give, money, lavish entertainment, or anything of value 
to agents, employees or representatives of customers or pros- 
pective customers, or to agents, employees or representatives 
of competitor’s customers or prospective customers without tie 
knowledge of their employers or principals as an inducement 
to influence their employers or principals to purchase or con- 
tract purchases from the makers of such gift or offer, or to 
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influence such employers or principals to refrain from dealing or 
contracting to deal with competitors. 

g. The defamation of competitors by falsely imputing to 
them dishonorable conduct, inability to perform contracts, ques- 
tionable credit standing or by other false representation or by 
the false disparagement of the grade or quality of their goods. 

9. The selling by any manufacturer of findings to jobbers or 
others, who do not maintain facilities for assembling these 
findings, or who do not send such findings to assemblers who 
come within the provisions of this code so far as wages and 
hours are concerned. 

10. The renting or loaning of bench space by any manu- 
facturer, or other manufacturing facilities for the purpose of 
manufacturing jewelry, thus enabling the user to compete 
unfairly with manufacturers who are obliged to maintain such 
facilities. 

ARTICLE IX 


1. No merchandise shall be sold on terms longer than six 
months net. 

(a) Mountings and articles of jewelry which do not contain 
diamonds, precious stones, or pearls, shall not be sold on terms 
longer than four months, net, or seasonal settlement, January 
1 or July 1, net. 

(b) Loose stones of a price of $3 per carat or less or the 
equivalent thereof shall not be sold on terms more favorable 
than 3 per cent cash discount on or before the 15th of the 
following month—four months net. 

2. No datings shall be allowed except that a 15 day tolerance 
is permitted for adjustment of payment to customary monthly 
or seasonal disbursement dates. 

3. Interest at the rate of 6 per cent per annum shall be 
charged from due date unless otherwise provided by state laws. 

4. No marcasites, chatons or imitations of precious or semi- 
precious stones of any kind or description suitable for the 
manufacturing of jewelry or ornamentation of other material 
of any kind shall be sold on any terms more favorable to the 
purchaser than the following: 

(a) 3 per cent discount for payment within 15 days from the 
end of the month in which merchandise is delivered subject to 
a tolerance of 10 days. 

(b) No datings shall be allowed except that merchandise sold 
after the 25th of the month may be dated as of the first of 
the month immediately following. 

(c) Interest at the rate of 6 per cent per annum shall be 
charged on all accounts unpaid within 60 days from the end of 
the month in which delivery of merchandise was made. 


DIVISION OF MANUFACTURERS AND DISTRIBUTORS 
OF JEWELRY FOR SCHOOLS, COLLEGES, FRATERNI- 
TIES AND OTHER EDUCATIONAL INSTITUTIONS. 


I. ConrTRACTS 
(a) In order to meet the increased cost of gold following 


the Executive Order of the President, August 28, 1933, prices 
in contracts which were made prior to said Executive Order 
and are in full force and effect between members of this division 
and their customers must be increased to such an extent as is 
necessary to allow for the actual increased cost of gold in such 
products. 

(b) No member of this division shall induce or attempt to 
induce the breach of a bona fide existing contract between the 
competitor and the customer of such competitor, during the 
term covered by such contract, or interfere with or obstruct 
the performance of any duty or service provided by the terms 
thereof. 

(c) Where a fraternity controls the manufacture and distri- 
bution of its insignia under contract, it is an unfair trade prac- 
tice for unauthorized persons to manufacture, solicit or accept 
orders for such insignia. 


II. Discounts 


Discounts on all orders sold direct from any manufacturer 
of this division to retail stores, where no salesman works on 
such orders, shall be uniform and at such amount off the list 
Price filed with the Code Authority, as made, with the approval 
of the Administrator, to be determined by such Code Authority. 

(b) Discounts on all orders placed through local dealers 
by salesmen shall be uniform and at such amount off the list 
Price filed with the Code Authority as made, with the approval 
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of the Administrator, be determined by such Code Authority. 
(c)} Cash and trade discounts, other than provided for in 
Sections (a) and (b) of this article are hereby prohibited. 


III. Deposits 


Deposits on the purchase price of class emblems and fraternity 
jewelry shall be required with the order as follows: 

1. On each class emblem order, not less than $1.00 deposit 
where the retail selling price exceeds $3.00 but is less than 
$10.00. 

2. On each class emblem order, not less than $3.00 deposit 
where the retail selling price exceeds $10.00. 

Provided, however, that no deposit shall be forfeited except 
for arbitrary cancellation or rejection of the order or any part 
thereof. 

3. Not less than 10 per cent and in no case less than $1.00 
deposit on all regular orders for fraternity jewelry, and on 
special orders for fraternity jewelry at least 50 per cent of the 
purchase price thereof. 


IV. For SpectaL CHARGES AND COMMISSIONS 


(a) On all orders for high school rings and pins, the 
actual cost of necessary dies shall be charged in accordance 
with a schedule submitted by the Code Authority and approved 
by the Administrator. 

(b) Commissions in any form allowed or paid to any sales- 
man representing a member of this division shall be filed with 
the Code Authority in the same manner as provided for the 
filing of net current price lists and discount sheets and no sales- 
man shall give to a purchaser any deduction from his commis- 
sion as shown by the schedule thereof filed with the Code 
Authority. 


V. SALES Provisions 


No member of this division shall sell, exchange or offer for 
sale any product of this division at a price below his own 
individual cost, as determined by an adequate cost finding 
system, capable of uniform application to the industry, to be 
developed and set up by the Code Authority subsequent to the 
effective date of this code and when approved by the Adminis- 
trator shall be used by all members of this division as the basis 
for determining their individual cost. 


VI. Price Lists 


(a) Each member of this division shall within five days 
after the effective date of this code file with the code au- 
thority a schedule of his net current price lists and discount 
sheets on forms prescribed by the Code Authority. 

(b) The revised schedules of price lists and discount sheets 
may be filed from time to time thereafter with the code au- 
thority by any member of this division to become effective upon 
the date specified by such member, which date shall be not 
less than 10 days after the filing of such revised schedules with 
the Code Authority. 

(c) No member of this division shall sell, exchange or offer 
for sale any product of this division at a price less than set forth 
in the schedule of such member on file with the code authority. 

(d) Members of this division shall keep accurate records 
of their individual costs, which records shall, upon request with 
the approval of the Administrator, be available to the code 
authority. 

(e) No member of this division shall submit a price list in 
which the price of any particular article is less than the indi- 
vidual cost of such member, as determined by the uniform cost 
accounting system provided for in Section 5 (a) of this sched- 
ule and such submitted price lists representing the price of any 
particular article below the individual cost of a member 
submitting the same, shall be held in abeyance by the code 
authority pending the submission of a revised price list based 
on the individual cost of each article to such member. 


VII. Trape Practices 


In addition to the trade practices set forth in the basic code, 
the following constitute unfair methods of competition for mem- 
bers of this division and are prohibited. 

(a) The giving of gratuities of every description, such as 
keys, plaques, cups and any article of merchandise or any- 
thing of value as well as all gratis rings or pins, bribes, special 
discounts or rebates. 

(Turn to Page 69) 
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Better and more consistent advertising is sure to produce 


better Christmas business 











NO GUESSWORK 
Selecting Christmas Gifts Here 


Every watch that you select will keep 
on giving joy just as it will keep on 
keeping time. 

A watch for every purpose 

to fit every purse 


Priced from 
$25.00 up— 


H. if Herman 


Sandusky, Ohio 





N the Ad-of-the-Month Service, THE JEWELERS’ 

CircuLaR offers you a retail selling aid that 
represents the sales promotional ingenuity of the 
best retail jewelry advertising in the country. It 
is prepared by staff merchandising experts thoroughly 
familiar with the advertising requirements of the 
jeweler and well informed of new lines currently 
presented to the trade. 

Would you be willing to retain the services of 
an advertising agency that would solve completely 
your newspaper advertising problem by supplying 
you with more than two advertisements a week, not 
just in lay-out form, but with fully produced ads in 
mat form? Would you pay $1 per month for such a 
service? That is all it will cost you to subscribe to 
the Jewelry Ad-of-the-Month. 

On the opposite page is reproduced in reduced 
size a plate cast from the mat which was sent to 
subscribers for the December advertising. All prin- 
cipal lines of jewelers’ merchandise are represented, 
attractively illustrated with pictures based on actual 
designs of the most recent items, goods the majority 
of which you have in stock. 

The advertisement is built so that it may be used 
as one large composite ad, or the mat may be cut up 
and each unit used separately. Employed in this 
way with one triangle for illustration and the re- 
maining portion of the rectangular unit left blank 
for copy, the mat received by subscribers may be 


divided into 12 different advertisements. On this 
page are shown two ads, constructed from one unit, 
They are full size, as they will appear in the adver- 
tising columns of newspapers this month. 


The subscriber to the Ad-of-the-Month Service 
receives in the mail, well in advance of insertion 
dates, the complete matrix of the six units, all in one 
piece. With this come two good proofs of the plate 
from which the mat was made, showing just how 


.the ads look. When you have decided which of the 


units you wish to use first, cut it out from the proof 
and send it with the mat to your newspaper, with 
instructions to cut that ad from the mat and insert 
your copy in the way indicated by the sample ads 
on this page. 

The January Ad-of-the-Month is in production — 
now. It will be ready by the end of the month 
and every jeweler who sends in his check to the: 
Service Department of THE JEWELERS’ CIRCULAR 
by Dec. 30, will be sent a complete plan of post-’ 
Christmas Sales and several ads for starting off the 
new year. This will be the final opportunity to sub 
scribe to one month’s service only. Starting with 
the February advertisement the service will be © 
obtainable exclusively on the basis of a year’s sub- — 
scription, payable in two installments of $6 each. 





E. J. Scheer, Inc., 





SILVER SUGGESTIONS— 


for 
Christmas. 


What can be more appro- 
priate than Silverware? 
Bowls, Candlesticks, Tea 
and Coffee Service. 
Unusual Values Illustrated— 
Nut Bowl 6” wide, 3” high $4.00. 
Tea Service Sets $XXX and up— 


We invite a leisurely and careful inspection 
of our Christmas Gift suggestions 


Rochester, N. Y. 
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This is a copy of the Mat Service covering the December Ad-of-the-Month. 
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Possessing smartness to the nth 
degree, the Westclox handbag watch 
recently announced by the Western 
Clock Co. presents an effect never 
before obtained in a timepiece. 
Numerals in white enamel provide a 
finishing touch and offer contrast. 
The retail price is $2.95. 





Service plate in exquisite turquoise 
enamel with other brilliant color 
combinations. The plate is ivory 
body with a deeper ivory rim. This 
dinnerware is an appropriate Christ- 
mas gift. Justin Tharaud, 129 Fifth 
Ave., New York City. Retails at 
$16 a dozen. 





This small, slender 
baguette watch, “The 
American Girl,” comes 
in a plain or hand en- 
graved case finished in 
white or natural gold. 
An excellent Christ- 
mas gift. Bulova 
Watch Co., 580 Fifth 
Ave. New York. Re- 
tail price $39.75. 


Provide your cus- 
tomers with an 
opportunity of 
selecting gifts that 
are new. Note the 
many attractive 
items shown on 


this page 





Most appropriate for a Holiday gift is this stainless steel 
bird carving set in the Guild pattern in Wm. Rogers & 
Son silverplate. The 6-inch blade of the carving knife 
is of the new high carbon, mirror finish, stainless steel. 
This “Hold-Edge” blade is kept keen and the silver- 
plated handles bright and shiny in the walnut finish 
prevent-tarnish box. The set retails for $6. 





This unique and handsome cigarette box 
may be had in satin copper or satin nickel. 
It is mounted on four rollers so that it may 
be rolled around the table to numerous 
guests. It has a three sectional wooden 
lining and has sufficient capacity for three 
packages of cigarettes. Made by the 
Chase Brass & Copper Co., 200 Fifth 
Ave., New York City. Retail price $2. 
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Selected Gifts for 






This serverette introduces a new 
method of serving cigarettes. With 
its beautiful coloring and modern 
lines, it is a welcome addition to the 
well set table. The Bradley & Hub- 
bard Mfg. Co., 200 Fifth Ave., New 
York. Retail price $5. 





This popular sterling 
silver cocktail cup, 3% 
inches high, will make 
a timely and desirable 
Christmas offering. Made 
by the Manchester Sil- 
ver Co., Providence, R. I. 
List price $3.15. 





Sterling silver shell ash tray of 
substantial weight made in 
three sizes, 4, 4% and 52 
inches to retail at $7.50, $10 
and $12. An excellent Christ- 
mas gift for a man. Currier & 
Roby, 217 E. 38th St. New 
York City. 
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Christmas gifts are selected 
for their newness and novelty. 
A number of such items are 


The firm of Walter Lampl, whose slo- : 
‘on states that they are the “Creators featured on this page 


of the Unusual as Usual,” support this Matched sets make an ideal man’s 

statement with some new designs of gift. W. E. Hayward Co., Attleboro, 

the famed “Three Little Pigs.” This Mass., make a wide line in sterling 

Lampl design shows the Three Little Pigs silver or gold filled, retail from $1.75 

cast in sterling silver for clips, brooches to $12. 

and bracelets. These will retail from 
$1.00 to $1.25. 








The Marathon Co., Attleboro, Mass., 
makes this new Three-in-One com- 
bination, comprising cigarette case, 





White jade lamp base showing lighter and compact all in one. The 
hand carved cranes, on pedestal case holds nine cigarettes, the com- 
of teakwood and hand chased pact holds loose powder and stand- 
bronze metal with white silk ard size rouge, and the lighter is en- 
shade. 27 inches high. Made by tirely automatic. 


Chinese Gems Co., 20 W. 47th 
St., New York. 





Engraved crystal candlestick with pen- 

dant cut glass prisms highly polished, 

made in six and seven inch sizes to retail 

at $5 and $6.—Paul A. Straub & Co., 
105 Fifth Ave., New York. 





A sterling silver thimble makes a useful as well as an appreciated gift. 
An excellent selection is shown in this illustration. These thimbles 


Destined to be a popular seller at Christmas, this Elgin Christmas retail from 50 cents to $2.50 each. Simons Bros. Co., 269 S. 9th St., 
ensemble makes a distinctive gift. Retail Price $60. Philadelphia. 
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Fights Sale of Smuggled Watches 


American Watch Assemblers Association Protests Against Holding 
of Government Auctions 


Through the efforts of the American 
Watch Assemblers Association, a new 
trade group organized in August of this 
year, the practice of permitting the U. S. 
Marshal to sell to the highest bidder 
watch movements forfeited to the United 
States Government for violation of the 
Customs laws has been temporarily sus- 
pended pending a decision to be rendered 
by the office of the Attorney General. 

First action of the association toward 
the elimination of the sale of smuggled 
watches was initiated on Aug. 19, when 
Herbert Ollendorff, president of the 
American Watch Assemblers Association, 
sent the following telegram: 


Attorney General of the United 
States, 


Washington, D. C. 


We respectfully object tothe sale 
of smuggled watches as ordered by 
Raymond Mulligan, United States 
Marshal, Southern District, New 
York, to take place Aug. 30 at 
Court House and Post Office Build- 
ing, New York, as being contrary to 
law. and public policy. According 
to notice of sale, purchasers of these 
watches are requested to successfully 
obliterate registered trademarks on 
watches prior to delivery by United 
States Marshal. This is contrary to 
law, as Section 304, special provi- 
sion of Tariff Act, 1930, provides 
that watches or watch movements 
imported into this country must be 
indelibly stamped or dye-sunk with 
name of manufacturer or purchaser, 
country of origin, etc., and also that 
it shall be unlawful to remove, alter, 
obscure or obliterate any such mark- 
ing. We consider it also against law 
to sell these smuggled watches as they 
are, with trademarks left on them, 
as being against the law covering 
trademarks and the guaranteeing of 
protection to owners of trademarks 
and patents. We consider it against 
public policy to sell such smuggled 
merchandise in any event, as very 
often same is bought in by smugglers’ 
ring at prices generally very little, if 
any, above duty cost. Whether 





bought by smugglers’ ring or other- 
wise, the purchasers, due to the low 
price at which they buy this mer- 
chandise, afford unfair competition 
to American watch manufacturers 
and legitimate importers who pay 
duty, excise, income and other taxes. 
We further request cancellation, or 
at least postponement of this and 
further sale of smuggled watches, 
awaiting the outcome of joint reso- 
lution HG 204, presented before 
House of Representatives, June ‘10, 
1933, by Mr. Reed of Illinois, which 
resolution provides that these smug- 
gled watches may be used by Fed- 
eral Government for experimental, 
scientific, educational purposes, but not 
for sale or personal use, and in event 
such merchandise is not required or 
desired by Government, same shall 
be destroyed unless sale thereof 
would not bring it into competition 
with similar products manufactured 
in United States. This merchandise 
is all in direct competition with 
American manufactured products. 
AMERICAN WATCH ASSEMBLERS 
AssociATION, H. Ollendorff, President, 


As a result of this telegram, a meeting 
in Washington with the officials of the 
Attorney General’s office was arranged. 
At this meeting, which took place late in 
August, the following were present: Her- 
bert Ollendorff, representing the Ameri- 
can Watch Assemblers Association; R. P. 
Koenig, attorney for that association, and 
Albert MacC. Barnes, representing the 
American Watch Manufacturers Associa- 
tion. Formal objections were filed, refer- 
ring specifically to the sale scheduled for 
Aug. 30. Through this conference a post- 
ponement of the sale was obtained. 

Early in November the office of the 
Marshal, here in New York, sent out ad- 
vertisements announcing a sale of 3282 
watch movements, to be held on Nov. 22. 
The American Watch Assemblers Asso- 
ciation immediately communicated with 
the Attorney General, asking that this 
sale be postponed until the Department 
issues its decision relative to the protest 
placed before it at the meeting in Wash- 
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ington. The matter was referred to Mr. 
Herman of the New York office of the 
Attorney General, and a meeting was 
held with him on Nov. 20. Mr. Ollen- 
dorff and Mr. Barnes were present. The 
result was a definite suspension of that 
sale and of all subsequent sales until deci- 
sion is reached on the original complaint. 
It is the contention of the American 
Watch Assemblers Association that 
watches sold at auction by the Govern- 
ment are disposed of at prices far below 
the American landed value of legally 
imported merchandise; that by this ac- 
tion the Government creates unfair com- 
petition for legitimate importers who must 
pay full value for their merchandise. 


Ruling on Exemption Certificates 


G. H. Niemeyer, chairman of the Spe- 
cial Committee on Taxation of the 
Jewelry Industry, has sent out an impor- 
tant ruling (T.D. 5398), which has just 
been issued from Washington. 

It provides for reconsideration of ex- 
emption certificate registration numbers 
issued. Jobbers and dealers who do not 
manufacture or produce taxable articles 
or sell direct to manufacturers or produc- 
ers, may not purchase tax free and will 
not be granted a registration certificate. 

Importers or manufacturers selling to 
jobbers or dealers may do so under a 
new exemption certificate which provides 
for purchases for resale. Under the pro- 
visions of this exemption certificate, the 
dealer or jobber must provide proof to 
the importer or manufacturer within two 
months from date of such sale that he has 
sold such articles to the manufacturer or 
producer of a taxable article, and must 
make a sworn statement that he has ob- 
tained from the person to whom he sold 
the goods and has in his possession a 
certified statement to this effect. 

If, within two months, the importer or 
manufacturer has not received such proof 
of the sale of the articles he sold to a 
dealer under an exemption certificate, 
then he becomes liable for the payment 
of the tax at once. Provision is made 
for a refund or credit if the proof of such 
sale becomes available within the four- 
year period of limitation. 

The direct sale to a manufacturer or 
producer of an article for further manu- 
facture under an exemption certificate is 
provided for. 

Copies of the new regulations may be 
obtained by writing the office of the com- 
mittee, 82 Fulton St., New York. 
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Corporation Meeting of 
N.E.M.J. & S.A. 


ProvipeNce, R. I., Nov. 10—The annual 
oration meeting of the New England 


corp ; r 
Manufacturing Jewelers’ and Silver- 
smiths’ Association held at the Provi- 


dence-Biltmore Hotel recently was not 
only unusually well attended, but was one 
of the most interesting and profitable of 
any held in many years. The usual elec- 
tion of directors and minor officials was 
held, but reports on the recent hearings 
of the NRA code for the medium and low- 
priced jewelry industry and a general 
discussion thereof featured the meeting. 
The meeting was presided over by Pres- 
ident James V. Toner, who also officiated 
at the annual dinner which preceded the 
business session. 

Frederick A. Ballou, Jr., of B. A. Bal- 
lou & Co., Inc., Providence; Harold E. 
Sweet of R. F. Simmons Co., Attleboro, 
and Sturgis C. Rice of Whiting & Davis 
Co., Attleboro, were elected vice-presi- 
dents. Lewis S. Chilson was elected sec- 
retary, and J. Stafford Allen, treasurer. 
Directors elected for three years included: 
John J. Collins, Ostby & Barton Co., 
Providence; Joseph H. Lancor, Lancor 
Mfg. Co., Providence; Donald LeStage, 
M. Draper Corp., North Attleboro; Wil- 
liam J. Morse, Morse-Andrews Co., At- 
tleboro; George F. Sawyer, Improved 
Seamless Wire Co., Providence; Herbert 
K. Sturdy, Jr., J. F. Sturdy’s Sons Co., 
Attleboro; James V. Toner, H. F. Bar- 
rows Co., North Attleboro, and Vincent 
Sorrentino, Providence. The full board 
of 24 directors met a few days ago and 
reelected James V. Toner president for 
the ensuing year. Edward O. Otis, Jr., 
was reappointed executive secretary, and 
James Blake his assistant. The nominat- 
ing committee consisted of Walter E. 
Ensign, chairman; Albert A. Remington, 
Joseph H. Lancor, Raymond R. Sturdy 
and George Guyot. 

Edward O. Otis, Jr., made an interest- 
ing and detailed report upon the activi- 
ties of the association during the past 
year, and the report of Mr. Allen, as 
treasurer, indicated the association was 
in good financial condition. 

In his report of the recent Washington 
hearings on the NRA jewelry code, Pres- 
ident Toner reviewed his discussion be- 
fore the commission. 





Cleveland Jewelers Select Committee 
to Confer With Local N.R.A. 
Administrator 


CLEVELAND, Onto—A special meeting 
of the 24 Carat Club was held recently 
in the French Room of Hotel Carter for 
the purpose of selecting a committee from 
all branches of the craft to confer with 
Miss Mary Woods, local NRA adminis- 
trator, as to participating in the local 
Tetail trade council. H. N. Beattie, presi- 
dent of the 24 Karat Club, presided. 
There was a good attendance and lunch- 
eon was served. 

The following committee were named: 
Bruce McCague and Frank X. Russert, 
representing retail jewelers; Clarence 
Rock, wholesalers; Samuel R. Zwee, man- 
ufacturing jewelers and engravers; L. I. 
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President Roosevelt Signs Code 
for Retail Jewelry Trade 


The code of fair competition for 
the retail jewelry trade was signed 
by President Roosevelt on Nov. 27. 

This code contains all the man- 
datory provisions which are required 
rs the National Industrial Recovery 

ct. 

A tentative code was submitted 
July 21, by the National Retail Jewel- 
ers Recovery Committee which was 
appointed by Wm. D. McNeil, presi- 
dent of the A.N.R.J.A. Edward 
Krehbiel was chairman of the com- 
mittee. 








Benway, credit jewelers; Emil Katz, 
watchmakers, and Ben Glasser, material 
houses. 

This committee includes representa- 
tives from all branches of the jewelry 
craft and it is felt will bind the 24 Karat 
Club into an organization and knit all 
branches of the trade together. 

A resolution was passed similar to that 
passed by the New York group on whole- 
sale retailing. 


Isaac W. Cokefair 


Funeral services for Isaac W. Coke- 
fair, vice-president of the International 
Silver Co., who died of heart disease Fri- 
day, Nov. 24, at his home, 329 W. 82nd 
St, New York, were held Nov. 28 
in the Central Baptist Church, Amster- 
dam Ave. at W. 92nd St. with the Rev. 
Dr. W. Theodore Taylor, the pastor, of- 
ficiating. Burial was at Woodlawn Ceme- 
tery. 

Mr. Cokefair, who was 73 years old, 
was a vice-president and trustee of the 
Maiden Lane Savings Bank; vice-presi- 
der: of the International Silver Co. of 
Canada, Ltd.; president of the New 
Maiden Lane Safe Deposit Co., and a 
director of Technicolor, Inc. For many 
years he had been interested in real estate 
operations in lower Manhattan, and was 
treasurer and director of the Ten and 
Twelve Maiden Lane Co., a concern 
which owns the property embracing the 
headquarters of the International Silver 
Co. 

A native of New York Mr. Cokefair 
left public school when he was 11 years 
old and went to work for Benjamin Lan- 
der, whose retail art and silverware store 
was at 18 John St. He later became 
associated with the Derby Silver Co. 
which was absorbed by the International 
Silver Co. 

Mr. Cokefair was president of the 
board of trustees of the Central Baptist 
Church and a member of the boards of 
managers of the New York Baptist City 
Mission Society and the Baptist Home 
for the Aged. He was a director of the 
Megantic Fish and Game Corporation, 
which maintains a large preserve at 
Megantic, Quebec, and a member of the 
Preston Mountain Club in Connecticut. 
Among his other clubs were the Indian 
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Harbor Yacht, the Jewelers Twenty-four 
Karat of New York and the Campfire. He 
was also a member of the Maiden Lane 
Historical Society. 

Surviving are his widow, the former 
Miss Elma Guest; a sister, Mrs. W. C. 
Mott, of New York, and two brothers, 
Herman F. Cokefair, of New Rochelle, 
N. Y., and George W. Cokefair, of New 
York. 





Cleveland Watch and Clockmakers 
Form Association 


CLEVELAND, OH1I0 — The Cleveland 
Watch and Clockmakers Association has 
been formed with a membership of 75. 
The purpose of the organization is to 
formulate a code and to combat the watch 
repair racket and other evils the trade 
is beset with. 

Officers are: President, O. D. Staudt; 
vice-president, E. Atcheson; treasurer, C. 
Mersch; secretary, B. Waltz. 

A drive for new members has been 
started and the association expects to 
contact the Watchmakers League of New 
York. The secretary’s address is 208 
Schofield Building. 





Horological Society of New York 
Calls Mass Meeting on Code 
for Watch Repairers 


Watchmakers in New York and vicinity 
are being notified by the Horological 
Society of New York that a mass meeting 
will be held on Dec. 5 at 8:30 p. m., in 
Turn Hall, Lexington Ave. and 85th St., 
New York, to consider a code for all 
watchmakers identified with watch re- 
pairing. Invitations to send representa- 
tives to the meeting also are being sent 
to watchmakers’ organizations in Phila- 
delphia, Boston, Newark, Buffalo, and 
other cities in the East. 

In addition to considering the code 
already filed in Washington by the 
Horological Society and proposed changes 
therein, the mass meeting will be asked 
to give consideration to the problem of 
providing a nationwide movement for 
code purposes, both while a code is being 
written and after it is promulgated by 
the National Recovery Administration. 

Recent developments in connection with 
the codes that pertain to watchmaking in- 
dicate that employees in jeweled watch 
factories will be kept separate from 
watchmakers who conduct and are em- 
ployed in retail jewelry stores, watch 
repair establishments, watch assembling 
plants, and material and supply houses. 

Information also has been received by 
the Horological Society that at the hear- 
ing on the retail jewelers’ code on Nov. 
10 in Washington action was taken which 
resulted in the code making no mention 
whatsoever of watch and clockmakers. In 
view of this and other developments per- 
taining to watchmaking, the New York 
Society has decided to become more ag- 
gressive in bringing about the promulga- 
tion of a code that will have in it provi- 
sions that will further the Society’s pur- 
poses to elevate the standard of watch- 
making and to eliminate unethical 
practices. 























GEM STONES 
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STAR SAPPHIRES 
STAR RUBIES 
CATSEYES 


A large selection of choice 
precious stones mounted in 
fine rings are available for 
memorandum calls. 
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National Jewelers Publicity Associa- 
tion Discontinued 


Newark, N. J. Nov. 15—Since the cur- 
tailment of the activities of the National 
Jewelers Publicity Association last May, 
the special committee of the directors has 
been trying to develop some plan that 
would ensure the continuance of the work. 
This has been found impossible and it 
has been found necessary to discontinue 
the association. 

Arrangements have been made with the 
American National Retail Jewelers As- 
sociation for trade use of the slide lec- 
tures, “The Story of the Diamond,” “The 
History of Time-Telling,” and “The Ro- 
mance of Silver,’ and the diamond win- 
dow exhibit. This service will be handled 
on the same basis as formerly. The 
A. N. R. J. A. will also supply copies of 
all manuscripts formerly distributed by 
the Publicity Association. 

Another important service has also 
been provided by placing with the Amer- 
ican Museum of Natural History, New 
York City, some 2000 negatives and 
photographs, reprints of which may be 
obtained at nominal cost on application to 
the Museum. 





Jewel Thief Sent to Prison 


BALTimorE, Mb., Nov. 10.—After con- 
fessing that he had participated in jewel 
robberies in which the “take” was more 
than $500,000 during the past eight years, 
William Malcolm Ritchey, 31, yesterday 
was sentenced to five years in prison and 
fined $5,000 by Judge W. Calvin Ches- 
nut in the United States District Court 
here. Police departments of the United 
States and Canada and private detective 
agencies had been on Ritchey’s trail for 
years. He was sent to prison at the Fed- 
eral Penitentiary at Lewisburg, Pa. 
Ritchey was convicted here of stealing a 
trunk containing jewelry valued at $20,- 
000 owned by the Ostby & Barton Co. of 
Providence, R. I. The trunk was stolen 
in transit at Pennsylvania Railroad sta- 
tion here after Ritchey had trailed a 
salesman from Philadelphia and _ had 
switched baggage checks. 

In a_ bland, unconcerned manner, 
Ritchey, on the stand, confessed that he 
was associated with several notorious 
jewel thieves. In 1925, he said, he had 
taken part in a $50,000 robbery in Hart- 
ford, Conn. Another job estimated at 
$25,000, Ritchey said, was negotiated at 
Providence, R. I., and in 1927 he made a 
$100,000 jewelry haul at Toledo, Ohio. 
The robberies were made through the 
switching of baggage checks, Ritchey 
said. 

Ritchey was arrested a month ago at 
St. Louis on a tip sent the St. Louis po- 
lice by a person living in California. 
Ritchey is a native of Mercer, Cal. The 
bogus baggage checks were made by a 
California printer, according to Assistant 
District Attorney Wilfred T. McQuaid. 
Immediately after Ritchey was arrested 
in St. Louis a detainer was lodged 
against him by United States District At- 
torney Simon E. Sobeloff. 

The next day Assistant District Attor- 
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ney McQuaid, armed with United States 
warrants and accompanied by dep 
United States marshals, left for St. Louis, 
Other cities put in claims for Ritchey, but 
Baltimore was first and the papers of 
the United States District Court here 
were recognized by the St. Louis Federal 
court. 





Amended Jewelry Ordinance Passed 
by Cincinnati City Council 


CINCINNATI, OHIO.—An amended ordj- 
nance regulating jewelry auction sales 
has been passed by City Council to govern 
all such future sales in the Queen City, 
A substitute ordinance was gotten up 
after Judge Robert R. Nevin of the 
United States District court held invalid 
a statute that had been passed by the 
Middletown, Ohio, council. 

The Law Committee of Council here, 
held a public hearing on the proposed 
ordinance and decided on several changes 
which were asked for by Samuel Siegel, 
jewelry auctioneer and wholesale dealer 
in jewelry. He objected to the provision 
prohibiting auction sales after 6 p.m. 

Siegel suggested that the time a per- 
son must be in the jewelry business in 
Cincinnati before being allowed to have 
an auction sale be reduced from one year 
to six months. This was compromised at 
nine months. 

The provision requiring a receipt to be 
given to each purchaser at an auction sale 
was amended to require receipts only for 
sales of two dollars or more. 

The description of the article for sale to 
be placed upon a tag to be attached to 
the article was debated and it was agreed 
that Siegel and the officials of the Jew- 
elers’ Association and the Better Business 
Bureau shall agree on this. 





John C. Petersen 


Cuicaco, Nov. 18—Members of the 
jewelry trade in Chicago learned with 
regret of the loss of one of the best 
known and beloved associates in the in- 
dustry when it was announced on Tues- 
day morning, Nov. 14, that John Caesar 
Petersen had died suddenly at his home, 
629 N. Harvey Avenue, Oak Park, while 
making his usual preparations to go to 
his office at the headquarters of the Inter- 
national Silver Co. in the Merchandise 
Mart. 

Mr. Petersen, who was born here 50 
years ago became associated with the 1847 
Rogers Bros. division of the International 
Silver Co. at the age of 15 and during the 
35 years of his association advanced 
rapidly in the organization and for many 
years was credit manager and more re- 
cently became assistant manager of the 
Chicago offices. He was an active mem- 
ber of the Golden Roosters. 

His advice was always sought at the 
Jewelry Credit Men’s meetings and he 
rendered valuable service to the trade of 
the country as a Chicago director of the 
National Jewelers Board of Trade. 

He is survived by the widow, Chat- 
lotte, a 12-year old son, John Maynard, 
and a sister, Clara Petersen, of Oakland, 
Cal. 
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To Ask for Repeal of 10 Per Cent 
Excise Tax 


The Special Committee on Taxation of 
the Jewelry Industry is preparing evi- 
dence for presentation to Congress ask- 
ing for the repeal of the 10 per cent Ex- 
cise Tax. 

The committee reafirms its position 
that it is only interested in the entire 
elimination of the tax, and cannot sup- 
port modifications benefiting any particu- 
lar branch of the industry which might 
be objected to by another branch of the 


trade. 





Jewelry Designers and Modelers 
Organize 


The Jewelry Designers and Modelers 
Association is the name of an organiza- 
tion which has been formed in New York. 
The object of the association is to pro- 
mote the welfare of jeweler designers. 

At the meeting on Nov. 2, the position 
of the designers in relation to the NRA 
code was given consideration. The presi- 
dent of the association is Erwin Schodl- 
bauer, Jr., and the executive committee 
consists of: John Kmicic, Charles Wil- 
liam, J. Gura, Adolphe Klety, C. A. 
Jakobb, and Erwin Schodlbauer, Jr. 

There are approximately 150 designers 
in this country at the present time. 





Jewelry Auction Ordinance Introduced 
in Boise (Idaho) City Council 


Boise, IbAHO—An ordinance, prepared 
at the request of Boise jewelers, was in- 
troduced in the city council recently which, 
if passed, will prohibit auctions of jewelry 
or precious stones except where the mer- 
chant intends to retire from business. 

Provisions of the ordinance would pro- 
hibit any firm having auctions unless it 
were closing business. It was also pro- 
vided that the firm must: not have con- 
ducted other closing out sales for at least 
three years and that the firm must have 
been in business for at least three years. 
It was provided that the owner or man- 
ager do the auctioneering. 

No auctions would be permitted during 
the month of December and each article 
would be required to carry a tag on which 
is printed the quality of the article to 
be sold. 


Decision on Memorandum Transaction 
Affirmed on Appeal 


The Appellate Term, First Department 
of the Supreme Court of the State of 
New York, recently affirmed a decision by 
Justice Joseph T. Ryan of the City Court 
of the City of New York in the case of 
Harry Smolin ys. Charles T. Dougherty 
Co., Inc., which is of particular interest 
to the jewelry trade, 

Mr. Smolin gave a “catseye” to the 
Charles T. Dougherty Co. on memoran- 
dum. The memorandum agreement speci- 
fied only that Mr. Smolin was giving the 
“catseye” to the Dougherty Company for 
its examination. It did not provide that 
the goods were held by the Charles T. 
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Dougherty Co., Inc., at its risk or any 
similar words fixing responsibility. 

The Dougherty concern sent the goods 
by registered mail to the Frank Herschede 
Co., Cincinnati, from whose safe the 
catseye was stolen, without any negligence 
on the part of either the Dougherty or 
the Herschede concern. 

Attorney Harold R. Zeamans, who rep- 
resented Smolin, contended that when 
the Charles T. Dougherty Co. gave out 
Mr. Smolin’s “catseye” on memorandum 
to the Frank Herschede Co., the Dough- 
erty concern had breached the terms of 
the memorandum under which it held the 
“catseye” and thus rendered the Dough- 
erty concern liable for the loss. 

The attorney for the Dougherty con- 
cern set up the defense that there was a 
custom in the jewelry trade known to all 
wholesale jewelers authorizing the 
Dougherty concern, who had received the 
catseye on memorandum, in turn to give 
it to another wholesale jeweler on 
memorandum. 

The court held that no evidence of 
custom was admissible under the decision 
of Green vs. Wachs decided by the Court 
of Appeals in 254 New York, page 437, 
and that Dougherty was liable for the 
loss of the catseye. 





Historic Galt’s Store Liquidates 


WasuinctTon, D. C., Nov. 1.—Liquida- 
tion of the 131 year old firm of Galt 
& Bro., nationally famous jewelers and 
silversmiths of 1107 Pennsylvania Ave., 
was announced today. William H. Wright, 
manager of the business, estimated the 
liquidation would take at least three 
months. 

Mrs. Wilson has been sole owner of 
Galt & Bro. since the-death of her first 
husband, Norman Galt, in 1908. She in- 
herited the business from him and was a 
widow until December 8, 1915, when she 
married President Wilson. 

Late in the 1700’s, James Galt, son of 
a western Maryland farmer, was sent 
from his home in Carroll County to a 
relative in Baltimore to be taught, for a 
consideration, “the art and science of 
watchmaking.” Old enough to vote in 
1800 young Galt decided to make Wash- 
ington his future home, the city then be- 
ing almost a barren waste. He went to 
Alexandria, which was at that time a 
thriving, bustling city, and a part of the 
District of Columbia.- There James Galt 
established the business which has been 
handed down from father to son without 
interruption for over a century and a 
quarter. 

After the death of James Galt in 1847 
his sons, Matthew W. and William suc- 
ceeded to the business, called the firm 
M. W. Galt & Bro. and moved to the 
north side of Pennsylvania Ave. between 
6th and 7th Sts., immediately west of the 
famous Brown’s Hotel. 

In 1868 the business was removed to 
its present location and two years later 
Edwin Harris and Charles A. Shafer be- 
came members of the firm. William Galt 
retired nine years later and Messrs. 
Harris and Shafer withdrew at this time. 
Matthew Galt retired in 1892, his sons 
Walter A. and Norman carrying on. The 
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interest of Walter A. was purchased by 
Norman in 1900 and the latter remained 
sole owner until his death in 1908 when 
the business was inherited by his widow, 
the present Mrs. Woodrow Wilson. 

This store has numbered among its 
patrons every President of the United 
States from the days of Thomas Jefferson, 
and the aged yellowed books of the firm 
show a long list of people whose names 
are prominent in American history. 





J. W. Hoy 


Dusois, Pa., Nov. 10—J. W. Hoy, who 
had been prominently identified with Du- 
Bois merchandising since before the fire 
of 1888, passed away suddenly at noon 
Thursday, when he was stricken by a 
recurrent attack of heart trouble while 
his automobile was nearing Big Run on 
his way home from Indiana where he 
had been visiting with relatives. 

He was born at Brockway, Pa., Nov. 
2, 1870, being 63 years of age. 

Mr. Hoy is survived by his wife and 
four daughters, Mrs. Willa Vandervort, 
of Paterson, N. J.; Mrs. Adaline Zeigler, 
of Indiana; Mrs. Catherine Fuller, of 
Kenmore, N. Y., and Mrs. Anna Bartlett, 
of Kane, Pa. The following brothers and 
sisters also survive: Miss Myrtle Hoy and 
Mrs. Burd Mohney, of Erie; Harry Hoy, 
of Beaver Falls; Emmett, of Kane; Mrs. 
Nora Matson, of Brockway. 





Chicago Salesman Kidnapped and 
Robbed of $70,000 in Gems 


Kansas Crry, Mo.—James Flatau, Chi- 
cago representative of three New York 
concerns, was held up and robbed of 
watches and precious stones of an esti- 
mated value of $70,000 here on Nov. 17. 

Mr. Flatau is salesman for Papazian 
Bros., 580 Fifth Ave., R. Gsell & Co., 15 
W. 37th St., and Jules Franklin, Inc., 608 
Fifth Ave., New York. He was on his 
way to the Muehlebach Hotel about 4 
p. m., when an automobile drew up beside 
him and a man with a revolver ordered 
him to get into the car. The bandits took 
his sample cases and ejected him in a 
deserted part of the city. 

The New York offices of the concerns 
represented by Mr. Flatau reported losses 
approximately as follows: Jules Franklin, 
Inc., $40,000; Papazian Bros., $30,000; 
R. Gsell & Co., $200. 





Price of Silver Bars 


U.S. 
. Government New 
London Assay Sell- York 
Date Official ing Price Official 
Nov. 1 18 5/16 42% 40 
Nov. 8 18% 44% 41 
Nov. 15 18% 7% 44 
Nov. 22 18 5/16 47 44 





Platinum Market 


Platinum prices, as of Nov. 22, were 
officially quoted as: 


Bell. uccdactubed anata eons sus ecteeeeea $38.00 
Containing 5% Iridium.............-.- 39.25 
Containing 10% Iridium..............- 40.50 
RUM. Sn adadeacge nae ccaccodes xe aes 60.00 
PUN Webaeeccectencctusdinss 23.00-24.00 














Several Highly Desirable 


FLOORS 


FOR RENT 


to 


JEWELRY 


MANUFACTURERS 


who watch their rental 
budget closely. Upper 
floors have excellent 


light. Perfectly suited 
to the Jeweler’s needs. 


240 
West 40th St. 


A few hundred feet 
from the Broadway, 7th 
Avenue and 8th Avenue 
subways and_ surface 
cars. 


Exceptional Light. Day 
& Night Service. Fire- 
proof & Sprinklered. 
Floor loads 250 Ibs. per 
sq. ft. Units 5000 to 
12000 sq. ft. 


136 
West 52nd St. 


Accessible to all transit 
lines and the new 
Queensboro Subway at 


53rd Street. 


Exceptional Light. Day 
& Night Service. Auto- 
mobile Elevator. Fire- 
proof & Sprinklered. 
Floor loads 200 Ibs. per 
sq. ft. Units 5000 to 
15000 sq. ft. 


¥ 
gt Sale 


REAL ESTATE 
INC, 


1107 Broadway, N. Y. 


Phone Chel. 3-2000 
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Jewelers Hear NRA Addresses by 
Houstonians 


GALVESTON, Tex.—The Retail Jewelers 
and Watchmakers Association of Galves- 
ton in its sixth meeting held recently in 
Gaido’s, heard addresses by two Houston- 
ians regarding the NRA, and matters per- 
taining to their occupation. The speakers 
were Maj. Roland A. Laird, industrial 
manager of the Houston Chamber of Com- 
merce and president of the Lions Club 
there, and R. J. Slagle, president of the 
Houston Retail Jewelers and Watch- 
makers Association. 

Mr. Slagle advised the local associa- 
tion to circulate a petition to arouse in- 
terest in an ordinance on the order of 
Houston’s regulating auction sales. In 
speaking of their lobbying he emphasized 
the importance of organization. 

He extended an invitation to the local 
association to attend the Retail Salesmen’s 
Dinner Club at Houston on Dec. 16. 

Herbert Ganter, president, presided. 





American Jeweled Watch 
Manufacturers Association Files 
Complaint on Watch Smuggling 


WasuHincton, D. C., Nov. 15—The 
American Jeweled Watch Manufacturers 
Association of the United States has filed 
a complaint on watches and watch move- 
ments with the Imports Division of NRA. 
Imports are principally from Switzerland 
and the complainants alleged a large 
amount of smuggling. 

The letter follows: 

“The undersigned, having complied with 
the provisions of Title I of the National 
Industrial Recovery Act, do hereby pur- 
suant to Section 3(e) of said title, make 
complaint that certain watches, watch 
movements and parts of watch movements 
are being smuggled into the United States 
in such substantial quantities or in such 
increasing ratio to domestic production 
and on such terms or under such conditions 
as to render ineffective or seriously to 
endanger the maintenance of the code of 
fair competition entered into with you on 
or about Aug. 1, 1933, for the entire 
jeweled watch manufacturing industry of 
the United States. 

“In support of this complaint, we are 
enclosing herewith the schedule of infor- 
mation required to be filed with complaints 
under said Section 3(e). You will also find 
on file with the National Recovery Ad- 
ministration, as a part of this complaint, 
a petition or complaint dated Oct. 6, 1933, 
and signed by C. M. Kendig, president of 
the American Jeweled Watch Manufac- 
turers Association of the United States. 

“Furthermore, the undersigned and all 
parties in interest represented by them 
are prepared to further the National Re- 
covery Administration and/or the United 
States Tariff Commission all pertinent in- 
formation in their possession, and to make 
available all books of account and all 
other records and papers for inspection 
and analysis by their fully accredited 
agents. 

“It is understood that all information 
regarding the operations of individual 
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producers, now given or which will be 
given or obtained, is to be held in eon. 
fidence.” 


Look Out for Him 


The Jewelers’ Security Alliance, 15 
Maiden Lane, New York, has sent out q 
warning to jewelers throughout the coun. 
try to beware of a trick which has been 
worked with considerable success in ygq- 
rious places. 

A man is visiting middle westerp 
jewelry stores and asking to see a yel- 
low gold wedding ring for his wife, and 
several signet rings for his boy. In one 
case he selected five signet rings and said 
he wished to show them to his wife. He 
said that she was waiting in an automo- 
bile near the store. The jeweler’s wife, 
who was in charge of the store at the 
time, allowed him to do this and both the 
man and the rings disappeared. 

The man is about five feet, seven or 
eight inches tall, about 45 years of age 
and is fairly well dressed. He weighs 
about 150 pounds and is of medium build, 





New England Watchmakers 
Organize and File Code 


Boston, Mass., Nov. 7—An organiza- 
tion known as the United Watchmakers 
of New England has been started in Bos- 
ton for the benefit of all retail jewelers 
conducting watch repair departments and 
also for every man working as a watch 
or clock repairer. The association has 
over 200 members and its object is to 
elevate and improve the standard of 
every watch and clock repairer, to create 
good fellowship, to eliminate abuses of 
the trade and unfair competition and to 
help improve fellow watchmakers in 
trade difficulties by expert horological 
advice. 

A code has been sent to the NRA av- 
thorities at Washington by this organiza- 
tion. According to the report of Thomas 
J. Fagan, chairman of publicity, organ- 
ized labor is trying hard to get the 
watchmakers to join the Jewelers Union. 
Watchmakers are urged to send their 
names and addresses to Secretary Charles 
W. Murphy, 10 Bromfield St., Boston. 





Anton J. Thoma 


CincInNATI, Onto, Nov. 4.—Anton J. 
Thoma, 64, retired jeweler, died at his 
home, 3413 Whitfield Ave., Clifton, Fri- 
day night. He had been in failing health 
for several years. Thoma was widely 
known in jewelry circles as he was pres- 
ident of Thoma Bros. store at 128 E. 
4th St. for 22 years. 

This firm went out of business in 1922 
following which Mr. Thoma and another 
brother established a supply firm. 

The decedent succeeded his father as 4 
jeweler, the latter having been in busi- 
ness in Piqua, Ohio. 

Mr. Thoma was a Mason, Knights 
Templar and an Elk. 

His widow and three brothers, Jerome, 
Carl and Fred, survive. 
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NEW YORK: 


Jewelry News of the Metropolitan District 


George O. Flemming, Chicago manu- 
facturers’ representative, was a welcome 
visitor on “The Lane” last week. 


Carl Sternfeld, importer of precious 
stones, formerly at 74 W. Forty-sixth 
Street, is now located in new and larger 
quarters at 607 Fifth Avenue. 


Members of the Jewelry Trade Club, 
1 W. Forty-seventh Street, enjoyed a 
beefsteak dinner on Thursday night, Nov. 
23. A good attendance was reported. 


A new credit jewelry store has been 
opened by Jacob Witkoff, at 3091 Darbey 
Street, Brooklyn. The firm name is 
Blackstone Credit Jewelers. 


E. L. Imhoff, Chicago representative of 
Ripley & Gowen Co., spent several days 
in town last week en route to the firm’s 
factory in Attleboro, Mass. 


M. Hoffman & Sons, Bronx jewelers, 
have opened a new store at the corner 
of East Tremont and Washington Ave- 
nue. The other Hoffman store is located 
at Westchester and Prospect Avenues. 


Harry Levinson, diamond and jewelry 
broker, died suddenly Oct. 25, in a room 
on the 19th floor of the Holland Hotel, 
W. Forty-second Street. He was 50 years 
old. 


Alexander Linet, a jeweler of New 
York for the past 20 years, has given up 
his business at 540 W. 207th Street, and 
has opened a jewelry and watch repair 
shop at 84-17 Rockaway Beach Boulevard. 


George Dahlman, Chicago representa- 
tive of Cheever-Tweedy Co., spent sev- 
eral days in town last week prior to 
visiting the firm’s factory in North Attle- 
boro, Mass. 


Frederick Johnson, 44 years old, died 
recently at his home at 162 Renner Ave- 
nue, Union Township, N. J. He was for 
many years employed as a jeweler by 
manufacturers in Newark. 


John G. Klein & Co., jewelers and op- 
ticians, have leased a store at 74 Trinity 
Place. The firm was established in 1858 
by John G. Klein, grandfather of Charles 
J. Klein, president and owner. 


Alexander E. Arnstein, of Arnstein 
Bros. & Co., has been appointed chair- 
man of the jewelry group-committee of 
the Family Welfare Committee Drive. A 
quota of $4,000,000 has been set to be 
raised by all trades and industries. 


William G. Lenhart, well-known trav- 
eling salesman, will represent the J. J. 
White Mfg. Co., of Providence, R. I., 
after Jan. 1. Mr. Lenhart will cover the 
eastern territory with headquarters in 
New York City. 


Store and basement of the building on 
the corner of Lexington Avenue, and 
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Fifty-eighth Street has been leased by 
Maximilian Casimir, Inc. The store will 
carry general lines of jewelry and silver- 
ware. 


Lewis Van Wezel and Justus Grun 
have announced that the firm of S. L. Van 
Wezel is now in liquidation. Mr. Grun 
announces that he will continue the dia- 
mond importing and cutting business for- 
merly conducted by S. L. Van Wezel. 

Edward L. Stern, president of the 
Tavannes of America, sailed Nov. 11 on 
the Champlain to visit the factory in 
Chaux-de-Fonds, Switzerland. He was 
accompanied by the firm’s general man- 
ager, Joseph Kane. Mr. Stern expects to 
return home about Dec. 15. 


The Jewelry Crafts Association, Inc., 
announces the opening of its offices at the 
former address, 48 West 48th St. The 
association will resume its Employment 
Bureau. This service is maintained for 
the benefit of members without any obli- 
gation on part of employer or employees. 


A clanging alarm at 8:30 a. m., Nov. 6, 
brought police radio cars rushing to the 
new Marcus & Co. store at 671 Fifth 
Avenue, only to find that a clerk, in open- 
ing the grille leading to the show win- 
dow, had neglected to turn off the auto- 
matic siren switch. The accident was ex- 


‘plained and the police retired. 


An alleged jewel thief, arrested Nov. 
2 in Port Chester, N. Y., has been return- 
ed to this city as a fugitive from Welfare 
Island. He was apprehended a few min- 


utes after he had left the jewelry store. 


of I. Rudolph, where a ring worth $165 
was missing. He escaped from Welfare 
Island by swimming the East River. 


Ferdinand J. Ulrich, retail jeweler at 
565 Fifth Avenue, for the past eight 
years, and Arthur G. Sogno, for nine years 
a manufacturing jeweler at 562 Fifth 
Avenue, have together leased a large 
shop on the ground floor of the R. C. A. 
building in Rockefeller Center, where 
they will conduct a retail jewelry busi- 
ness. 


Charles Braunstein and Paul G. 
Schoncite, formerly of Braunstein- 
Schoncite, Inc., 527 Fifth Avenue, dealers 
in precious stones, have severed their 
connections and are continuing in busi- 
ness separately. They have both taken 
new offices in the same building, Mr. 
Braunstein having quarters in Room 
1005, and Mr. Schoncite in Room 805. 


William A. Hocking, for 27 years on 
the sales staff of J. R. Wood & Sons, 
with the territory of New York City and 
New Jersey, has entered into business on 
his own account, with offices in Room 
1811, 15 Maiden Lane. Mr. Hocking will 
conduct a strictly wholesale business in 

(Turn to Page 60) 
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M. J. STERN & BRO. 


61 Beekman St., New York 


stands for SPECIALISTS in Making JEWELRY 
on ORDER, alse REPAIRING in ALL its 


UNBREAKABLE CRYSTALS 


Fancy—Round Flat—Round Lentille 
ALL SIZES—ALL SHAPES 


STANDARD 
UNBREAKABLE WATCH CRYSTALS, 
7S Varick St., New York, N. Y. 


INC. 


HAMILTON ILLINOIS WALTHAM 


American Watch Distributors, Inc. 


207 Commerce Building 1S Malden Lane 
Rechester, N. Y. New York, WN. Y. 


SEND FOR OUR 
NEW 1934 CATALOG—NOW READY 


\ WATCH 
1) DIALS ano crock 
& | REFINISHED LIKE NEW 
) HIGH GRADE EUROPEAN METHOD 


ELGIN 





24 Heur Service 
J Write for Price List 


ROYAL DIAL & REFINISHING CO. 
116 Nassau St.. New York, N. Y. 


GENUINE 


OMEGA 
MATERIAL 


AUTHORIZED DISTRIBUTORS 
WALTHAM — ELGIN — GRUEN 
HAMILTON — ILLINOIS — BULOVA 
MATERIALS 


PROMPT MAIL SERVICE 


CONOVER & QUAYLE, INC. 


10 Maiden Lane 
NEW YORK 


CHINESE GEMS CO. 





Stone Ornaments for Lamp Bases 
20 West 47th St., New York 


EVERYTHING IN 


SWISS WATCHES 


DIAMOND BAGUETTE WATCHES 
De FRECE BERNSTEIN, INC. 


48 West 48th St. New York 


KRONER, HYMAN & CO., Inc. 
JOBBING STONES 


Engraving, Encrusting 
Lapidary Work 
80 Nassau St. New York City 




















WHERE TO BUY 


Diamonds, Pearls, Precious, 
Synthetic & Imitation Stones 
S. NATHAN & CO., Ine. 


71-73 Nassau Street, New York 


Orders for Jobbing Stones and Lapidary 
Work Carefully and Promptly Filled 





scr DIALS 








Orders filled same day 


66 Nassau St. 


y=) RADIUM and PLAIN FIGURES 
A - OLD Dials Refinished Like New 


3 U. S. WATCH DIAL CORP. 
New York 





CULTURED PEARL 
NECKLACES 


Pearl Watch Bracelets, Clasps & Earrings 


JACK J. FELSENFELD 


15 MAIDEN LANE NEW YORK 








EXPERT REPAIRS 


SILVERWARE 
Greatest Care Given to Heirlooms 
No job too small or too much trouble 


217 E. 38th St. 
CURRIER & ROBY 7 EN Vo. 








Send us your OLD GOLD, SILVER, 
PLATINUM, GOLD - FILLED 
CASES, OPTICAL SCRAP, ETC. 
Prompt and accurate 
returns Guaranteed 
Generations of Service 
N. L. SHTEINSHLEIFER. 
Smelter & Refiner 
78 Bowery, New York City 











KENNGOTT BROTHERS 
80 Nassau Street, New York, N. Y. 
JEWELRY REPAIRING and 

SPECIAL ORDER WORK 


Real and Imitation Shell Combs— 
Baby Shoes Metalized— 
Genuine VARNISTARS and VARNICROSSES— 








Prompt Mail Service 














The Gift To Her Fiancé 


THE STAR SAPPHIRE RING 





Gems of Fascination 


LOUIS N. MARX 
551 Fifth Ave. 


Tel. MUrray Hill 2-8838 


New York 





HAIRSPRINGS 





AMERICAN & SWI 
HAIRSPRINGS VIBRATED 
6” to 18 8s. FLAT ....608 .- 


6” te 18s. BREGUET .8$1.25 


SWISS HAIRSPRING SERVICE, Ine. 
116 Nassau Street, New York city 





New York Notes 
(From page 59) 


diamonds and fine platinum diamond 
jewelry. 


At the 14th Exposition of Chemical In- 
dustries to be held at the Grand Central 
Palace, Dec. 4 to 9, Baker & Co., Newark, 
N. J., will have a complete display of 
platinum as applied to science and indus- 
try. Members of the scientific staff of 
the company will be present to explain 
and discuss anything jewelers may find 
of special interest. 


According to a report in the A merican- 
Anderson News, published by the Amer- 
ican Art Association-Anderson Galleries, 
Inc., at a recent sale of rare William and 
Mary plain silver tankard brought $325, 
and another of a somewhat later Queen 
Anne period, was knocked down when 
the bidding reached $245. A pair of 
George IV silver wine coolers brought 


$440. 


‘The Metropolitan Retail Jewelers’ As- 
sociation held its annual election of offi- 
cers in new meeting rooms in the Hotel 
Commodore, on Nov. 23. Fifty retail 
jewelers were present. Those elected to 
serve for the ensuing year are as follows: 
President, H. Goldschmidt; vice-presi- 
dent, S. Horowitz; treasurer, A. Wolf; 
financial secretary, W. Hollinger, and 
recording secretary, R. Meiser. 


A. E. Vallat, sales promotion manager 
of the Omega Watch Co., returned to 
Europe on Nov. 17 on the Paris, after 
a month’s stay here. One of the purposes 
of his trip was new watch styles. Mr. 
Vallat in his travels all over the world 
for the Omega company sees world con- 
ditions first hand. He was particularly 
impressed with the improvement in con- 
ditions in this country since his visit last 
spring. 


The firm of N. H. White & Co., whole- 
sale jewelers at 21 Maiden Lane, is in 
liquidation. The dissolution of the con- 
cern follows the death of M. D. Mason, 
senior partner, on June 27 of this year. 
The surviving partners, H. B. Mason, 
W. L. Ward, G. L. Dillingham and H. H. 
Dillingham, are now occupying offices in 
Suite 22 at 21 Maiden Lane where they 
are offering a complete line of diamond 
merchandise as part of the liquidation 
sale. 


The monthly meeting of the Jewelers 
24 Karat Club of New York City was 
held at the club rooms, 608 Fifth Avenue, 
on Wednesday, Nov. 15, at which time it 
was decided not to hold a banquet of the 
club this year. The beefsteak dinner will 
be held in January or February, the 
exact date not having been determined 
on as yet. Two new members were 
elected. They are W. Irving Rice of the 
David C. Dodd Co., and Jerome B. Wiss 
of Wiss Sons, Inc. There was an average 
attendance. 


Jewelers of North Hudson, N. J., 
organized as a group last month and have 
adopted a schedule of hours for opening 
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and closing their stores. The associat 
is called the North Hudson Jewelers, 
and its members will open at 9 a. n.: 
close at 9 p. m. on Mondays, Thursdays 
and Fridays, at 6 p. m. on Tuesdays and 
Wednesdays, and 10 p. m. Saturdays, The 
group also plans a program of Cooperative 
advertising as an aid in getting Christ. 
mas business. L. J. Rad, of West New 
York, is chairman of the association, 
Arthur Reichel is vice-president, 


The Staten Island Retail Jewelers’ As. 
sociation, organized last October, met jp 
Stork’s Nest Restaurant, Stapleton, §, I, 
on Nov. 23. Charles T. Evans, secreta 
of the A.N.R.J.A., and Phineas Peters, 
chairman of the Executive Board of the 
Retail Jewelers’ Associations of New 
York, attended the gathering and ad. 
dressed the members on the subject of 
association work and the recent accom. 
plishments of the local and national or. 
ganizations. There were 20 men pres. 
ent at the meeting. Ben Goldwyn of Por 
Richmond is president, and Rolland ], 
Harreuf of Stapleton is secretary. 


Apparently oblivious of hundreds of 
passers-by and a traffic policeman legs 
than 20 ft. away, thieves removed the 
glass panel from a jewelry case in the 
vestibule of the Sachs Furniture Store, 
Eighth Avenue and Thirty-fifth Street, 
on Nov. 6, and escaped with rings, 
watches and a diamond ring, aggregat- 
ing in value approximately $8000. No 
one noticed the thieves, who obviously 
were experts in the art of glass cutting, 
It is believed that accomplices crowded 
around the showcase, pretending to be 
shoppers, while the actual thief knelt to 
cut away the panel and then reach in for 
the loot. 


John Lynn, president of J. Lynn & Co, 
mail order dealers in jewelry and novel- 
ties, of 48 Bond St., died Nov. 21 at the 
Park West Hospital, 170 West 76th St. 
He was 81 years old. Mr. Lynn found 
his mail order house in 1883 at 767 
Broadway, later moving to Bond St., and 
was said to have been the originator of 
this method of transacting business. 
Born in Marion, Ala., he was taken to 
Ireland by his parents but while still 
a young man returned to the United 
States. An associate of the late James 
R. Keene, financier and_ race _ horse 
breeder, Mr. Lynn was an active oper- 
ator in Wall St. for many years. 


Alfred Dunhill of London opened on 
Nov. 15 a new three-story shop in the 
British Empire building at the corner of 
Fifth Ave. and 50th St., in Rockefeller 
Center. The business had been located 
in New York at 514 Fifth Ave., at the 
corner of 43rd St., prior to the removal 
to its new quarters. The first America® 
Dunhill Shop was opened on Fifth Ave. 
in 1922. Miss Flora Aguildera, for 17 
years with Bonwit Teller, is buyer for 
giftwear, stationery, jewelry and bags for 
the Dunhill establishment. The merchai- 
dise list will also include antique silvet 
and glassware of a distinctive English 


(Turn to page 61) 
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(From Page 60) 


character, in addition to the Dunhill line 
of pipes and other smoking accessories 
for men and women. 


Baron Eric Fleming, silversmith to 
Sweden’s’ royalty, visited New York last 
month. He was interested particularly in 
the products of American silversmiths 
and goldsmiths and said that he found 
them very conservative. Among the 
Baron’s prize examples of his silver and 
gold craft are 850 pieces, hollow ware 
and flat, he designed and made for Prince 
Gustaf Adolf, eldest son of the Crown 
Prince of Sweden, upon the occasion of 
his marriage a year ago. Another is a 
smoking set given to the King by one 
of the princes and comprising a lighter 
or “smoke lamp’” and trays with the 
crown insignia on a grilled gate to hold 
the cigarette above the film of water into 
which the ashes drop. Gold from Ivar 
Kreuger’s mines in Sweden provided 
$1,000 worth of ore for a bowl the late 
match king ordered the Baron to make. 
A silver whiskey container, also made 
for Mr. Kreuger, was surmounted by a 
figure of the fire god standing on forked 
lightning. During his month in the 
United States, he also visited the World’s 
Fair in Chicago to inspect his exhibit 
there and went also to Detroit. He was 
a guest of the Hotel Lexington during his 
stay in New York. 





To the Trade: 


Neither peace-of-mind nor 
finances permit this ad- 
vertiser remaining idle. 





Therefore, I want a job. 
Executive or Selling. 





Backed by years of experi- 
ence in the jewelry trade, 
selling — manufacturing— 
advertising — sales-promo- 
tion—executive. 


He now seeks opportunity 
in which to capitalize his 
ability and experience to 
mutual benefit. 


Address : 

John Drake, 
West Orange, 
New Jersey 


‘RUNNER RICE 
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“Al Best,” alias “Dr. Arnoldo DeBest,” 
who is alleged to have passed forged 
checks for $2857 to John Lazar, jew- 
eler, at 51 Maiden Lane, and bad checks 
to several other persons in New York and 
New Jersey, was arrested in Akron, 
Ohio, on Nov. 7, by local police. Best 
is also alleged to have taken merchandise 
valued at $3500 in exchange for a forged 
check from the Benjamin Loan Co., dealer 
in jewelry, Ninth and Buttonwood Streets, 
Philadelphia, and is alleged to have ob- 
tained in a similar manner goods worth 
$10,000 from a jeweler in San Francisco, 
in 1932. It is claimed that Best, on June 
9, 1932, in company with a confederate 
represented to Mr. Lazar that he had a 
customer for a bracelet, ring and watch 
totaling $3157 in value. He is accused of 
forging the name of Herman Sparks on 
a check for $2857. The jeweler ac- 
cepted this check in payment for the mer- 
chandise, with the agreement, said Mr. 
Lazar, that the balance would be paid 
in cash on the following day, but the 
jeweler reports that he never saw Best 
again. Best, who is listed by the Burns 
Detective Agency as having nine aliases, 
was returned to Washington, D. C., 
where he is charged with having forged 
travelers’ checks. Members of the New 
York Police Department have gone to 
Washington to bring him here to face 
other charges and to attempt to obtain 
preference for the New York charges. 
His arrest was through a Burns Detec- 
tive Agency circular which led a clerk 
of the Hotel Mayflower, in Akron, to 
recognize him and report to the police. 
If Best is convicted under the indictments 
in New York State he may receive a life 
sentence under the Baumes Law. He is 
also charged with having escaped from 
Raiford Prison Farm, in Florida. At the 
time of his arrest no jewelry was found 
in his possession and authorities are of 
the opinion that he either has sold or 
placed it in safe deposit vaults through- 
out the country. 


W. Waters Schwab Elected President 
of J. R. Wood & Sons 


At a recent meeting of the J. R. Wood 
directors, W. Waters Schwab was elected 
to head the organization. He succeeds 
the late St. John Wood. 

Mr. Schwab has been actively engaged 
in the jewelry business for the last 17 years 
and has played an important role in most 
of the major operations of the trade. 

During the last few months he has had 
a leading part in the forming of the code 
for the precious jewelry manufacturers. 
He is the president of the Congress of 
Precious Jewelry Producers Inc. 

In a recent statement he said: “There 
will be no change in the basic policies of 
J. R. Wood & Sons, Inc. We will continue 
to manufacture fine rings at reasonable 
prices and we will continue to protect the 
retail jeweler and help him keep the 
jewelry business in his store where it 
should be.” 

Rawson L. Wood continues as vice- 
president and secretary. Arthur Hoppe is 
treasurer. 
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WHERE TO BUY 





SOLE AGENTS IN UNITED STATES 


MATHEY-TissoT LEMANIA 

WATCHES CLOCKS 
NORMAN M. MORRIS 

542 FIFTH AVE. NEW YORK 








HAIRSPRINGS VIBRATED 


By Experienced Swiss Woman—While You Walt 
AMERICAN AND SWISS MATERIAL 
Complicated and Fine Watch Repairs 


ROLAND GLOOR CO. 
10 West 47th St., Room 1206, New York, N. Y. 

















Diamond & Calibre Setter on 
ExclusivePlatinum Jewelry 


The Kind That Holds Your Attention 


LEON DYMENTBORT 


62 West 47th St., New York Tel. LOngaere 5-8920 
Expert Workmanship. Efficient Service 


ORIENTA CULTURED PEARLS 
Fully Guaranteed 








Section of Cultured Pearl 


Send for Illustrated booklet describing process of 
Cultured Pearl Industry. Necklace Meme on oo 


Leysthristiog 


65 Nassau St. New York 








NOTICE! 


TO WEDDING RING 
MANUFACTURERS 


Originator of Most Successful Line 
of Wedding Rings—Also, Practical 
Chaser Seeks Opening—Past 4 Years 
With Most Prominent Wedding Ring 
House in New York Selling to Job- 
bers and Mail Order Houses. Ex- 
pert on Chasing Tools—A-1 Ref- 
erences. 


PHILIP KAUFMAN 


412 Albemarle Road Brooklyn, N.Y. 


ROUGH OPALS 


DIRECT FROM AUSTRALIA 


Large Trade Parce's in 50 or 100 
oz. ay from $1.00 to . $10.00 


per oz. 
Also Black Opals and Collectors 
Specimens 











Write for Free Lists 


N.H.SEWARD 457 Bourke st. 
Melbourne, Australia 


THE JEWELERS’ CIRCULAR 
is the ONLY Jewelry publication 
a member of the A.B.C. 
guaranteeing paid circulation 














——— 


WHERE TO BUY | 


—_ , 


PARK AVE. 








ANCHESTER 
SILVER COMPANY 


PROVIL 2HOD 





BENNETT 
FOR 
EARWIRES 


Largest Selection 
in the Trade 


T. S. BENNETT FINDINGS CO., INU. 
161 Dorrance St. Providence, R. 1. 








MARSH BUCKLES 
Tie Clips and Sets 


By The Makers of 
Tongue Tyed Bracelets 


““ MARSH ‘we: 


ATTLEBORO, MASS. 







COPYRIGHTED 








EUREKA MFG. 
FAUNTON, MASS. 
Vahers of 
SILVERWARE BAGS AND 


approved and uased by 
Leading Manutacturers and Ketailers 


CO. 


ROLLS 


Samples on Request 


| . 
DINiIKS 
4» 


STERLING 








WHERE TO BUY 


Watcu ATTACHMENTS 




















Ask Your Wholesaler for 


KESTENMADE 


WATCH STRAPS 
All styles and materials 


KESTENMAN BROS. MFG. CO. 


Providence, R. I. 





























PROVIDENCE: 





Happenings in the New England Tettitory 


A window in the jewelry store of Sam- 
uel W. Gerlach, 76 Empire St., was 
broken by a window-smasher the other 
night and jewelry valued at $10 stolen. 

Alonzo M. Sellers, 63, for many years 
associated with Smith & Richardson, At- 
tleboro, died last month. He is survived 
by his widow, a son and two daughters. 


George W. Derk, 82 years old, asso- 
ciated with the R. F. Simmons Co., Attle- 
boro, for more than 50 years, died at his 
home in that city, Nov. 10, of pneumonia. 

Window smashers broke the display 
window of Wiss Sons, Inc., 665 Broad 
Street, Newark, N. J., on Nov. 9, and 
escaped with 24 bar pins valued at $288. 
The theft occurred at night. 

Quinns, Inc., has taken out papers of 
incorporation to deal in jewelry with a 
capital stock of 500 shares of common 
stock of no par value. Incorporators 
are J. H. Griffin, S. J. Bessing and W. 
H. Coleman. 

Charles N. Polsey, 67 years old, for the 
last 15 years treasurer of the Fillkwik 
Co., Attleboro, died suddenly of heart 
attack, Nov. 10. He was a native of 
Pawtucket, R. I., where he was born 
June 16, 1867. He is survived by a 
brother and two sisters. 


Moses Atwood Sawyer, manufacturing 
jeweler of Newark, N. J., and Providence, 
died at his home at Tiverton, R. I., Oct. 
26, in his seventieth year. He was a 
thirty-second degree Mason.* Besides his 
widow, he is survived by a nephew and 
niece. 

At the annual meeting of the Jewelers’ 
Protective Association held early the past 
month, the following officers were elected: 
President, Wallace E. Konyon; vice-pres- 
ident, Frederick Schwinn; treasurer, Wal- 
ter Ensign; secretary, Edward O. Otis, 
Jr.; executive committee, officers and Wil- 
liam E. Sweeney. 


Moses A. Sawyer, formerly of the 
manufacturing jewelry concern of Sawyer 
& Sahr, in New York, died at his home 
in Providence, Oct. 26. He was born in 
Stoughton, Mass., Dec. 9, 1864, but was 
educated in the public schools of Provi- 
dence. At the beginning of the World 
War he closed out his business in New 
York and came to Providence to live. 


The Manchester Silver Co. is now 
occupying a new section of its factory 
which has just been completed and which 
adds 125 per cent to the floor space. New 
offices and display rooms are provided 
and the entire layout increases the efhi- 
ciency of the whole organization. A 
latest type pneumatic drop hammer is one 
of the new pieces of machinery installed. 

Completing an 18 months’ course in 
scientific study of diamonds and other 
precious stones, Fred B. Thurber of this 
city has been awarded a certificate as 
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“Unitarian Church, 


“Qualifying Certified Gemologist,” by 
the Gemological Institute of America, 
according to announcement from the jp. 
stitute’s offices in Los Angeles. But 2 
American jewelers now hold such ¢er. 
tificates, the announcement adds. Upog 
completing his course of study, Mp, 
Thurber was examined upon his fitness 
as a gem expert by an examining board 
of internationally known experts, the an- 
nouncement further states, 





Fred C. Somes 


ProvipDENCE, R. 1—Fred C. Somes, re. 
tired jewelry manufacturer, died Oct, 2y 
in this city after a short illness. He was 
in his seventy-fourth year. 

Mr. Somes was taken suddenly ill last 
Wednesday. Prior to that time he had 
been in good health. His wife, Lillian 
M. (Underwood) Somes, and a daugh- 
ter, Mrs. John W. Baker of this city, sur- 
vive him. His residence was at 495 
Lloyd Ave. 

Born in North Attleboro December, 
1859, the son of the late Hiram S. and 
Caroline (Fisher) Somes, he attended 
schools in that city and business college 
in Poughkeepsie, N. Y. 

Mr. Somes first became acquainted 
with jewelry manufacturing as a travel- 
ing man. In 1905 with Frank and Wil- 
liam Tappan and Amos Blackington he 
took over the Attleboro jewelry firm of 
Bates & Bacon. He retired from active 
business in 1914. He had lived in Provi- 
dence 35 years. 

Besides his widow, whom he married in 
North Attleboro in 1888, and his daugh- 
ter, he is survived by a sister, Miss Net- 
tie F. Somes of North Attleboro, and a 
brother, Frank P. Somes of Montclair, 
N. J., representative of Arnold & Steere 
and the William C. Greene Co., and three 
grandchildren. 

The funeral was held Nov. 1 at his 
home at 2 p.m. Rev. Robert H. Schacht, 
Jr., pastor of the First Congregational © 
on Benefit St., of 
which Mr. Somes was a member, offi- 
ciated. Burial was in Riverside Cemetery 
adjoining Swan Point Cemetery. 





WACKENHUTH & SON 


Importer and Cutter 
Precious, Synthetic & Imitation Stones 
DRILLED STONES FOR EMBLEMATIC 
AND FRATERNAL JEWELRY 


Expert Lapidary Work 
355 MULBERRY ST., NEWARK, N. J. 














NON-TARNISHING FLANNEL 


ROLLS and BAGS 


FOR SILVERWARE 


Bridgeport Bag & Jewelry Case Co. 
25 Wells St., Bridgeport, Conn. 
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THIMBLES — TIE CLIPS 
_ neomaecaea WRISTLETS 





° Conn an 
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ALFRED HUMBERT & SON 
DIAMONDS 
WEDDING RINGS 


the Best in Wedding 
early a Century 


Philadelphia 


ufacturers Oo 
Mon Siege for 


117 So. 10th St. 


[HYMAN N. CAPLAN 


ESTABLISHED 1916 
MANUFACTURING JEWELER 
SPECIAL ORDER WORK & REPAIRING 
FRATERNAL JEWELS 

OFFICIAL BADGES 


740 Sansom St. Philadelphia 











Williams &Waples 


Authorized Distributors 


Genuine Watch Material 


American — Swiss — English 
Tools — Lathes — Chucks 
Make Us Your Service Station 


727 SANSOM ST. PHILADELPHIA 








BOWMAN 
TECHNICAL SCHOOL 


Courses for Success for 


Watchmakers 
Engravers, Jewelers 


Write for t bot “Your Future and Our School.” 
N J. BOWMAN, Director, 
oan Bidg., Lancaster, Pa. 

















1 q 
BYARD F. BROGAN 
Manufacturer of Distinctive Diamond 
Mountings and Wedding Rings 


805 Sansom Street P hiladelphia 








We are Authorized 
Distributors for 
TELECHRON & REVERE 
Electric Clocks 
INGERSOLL WATCHES 
(Mickey Mouse) 
WESTCLOX PRODUCTS 


JOS. B. BECHTEL & CO., INC. 


729 Sansom St., Philadelphia 


We fill orders for these items in the 
rotation as received 








Philadelphia College of Horology 


SCHOOL FOR WATCHMAKERS 
ed DS JEWELERS AND ENGRAVERS 

RASA EN , Broad and Somerset Streets 

°%7> PHILADELPHIA, PA. 
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Charles Tuckmantel, well-known jeweler 
and watchmaker passed away Nov. 9, 
at his home in 2379 West Master Street. 


F. C. Bechtel of J. B. Bechtel & Co., 
has returned home after an extended trip 
through central Pennsylvania. Mr. 
Bechtel reports satisfactory business. 


John M. J. Costello, 
monds, moved Novy. 
quarters in 721 Sansom Street, 
Sansom Street. 


importer of dia- 
15 from his old 
to 731 


Joseph Goodman & Co., formerly lo- 
cated in 731 Sansom Street, are comfort- 
ably located on the first floor of 735 San- 
som Street. 


George Morrell, traveling salesman, for- 
merly with H. O. Hurlburt & Sons, is now 
associated with B. Kleitz & Bro., Wil- 
mington, Del. 


Lansford F. King, who is well known 
in the jewelry trade and who lives at 
354 Springton Road, Upper Darby, Pa., 
has engaged in the advertising field and 
will devote special attention to the jewelry 
trade. 


A large crowd gathered and traffic on 
Market Street was held up at 8:50 on the 
morning of Nov. 11, when fire broke out 
in the jewelry store of C. R. Smith & Son, 
at 1746 Market Street. The fire was ex- 
tinguished after firemen had ripped out a 
partition. 


Louis i. Feldman 


Louis I. Feldman, for 25 years a retail 
jeweler at 150 Broadway, New York, died 
Thursday morning, Nov. 23, in his apart- 
ment at 310 Riverside Drive, New York. 
He was 49 years old. A physician attrib- 
uted his death to heart attack. 

Mr. Feldman was born in Russia and 
came here as a child. He had been a 
jeweler for about 30 years in all. Be- 
sides his interests in the trade, Mr. Feld- 
man was well known in theatrical circles, 
having produced some exceptionally suc- 
cessful vaudeville acts. He owned and 
managed some years ago “Rings of 
Smoke,” an act starring Pat Rooney and 
Marion Bent (Mrs. Rooney). Vincent 
Lopez was also part of this act. 

The deceased was a brother of Samuel 
Feldman, retail jeweler of 26 Flatbush 
Ave., Brooklyn, and president 6f the New 
York State Retail Jewelers’ Association. 
Besides his brother, Mr. Feldman is sur- 
vived by two other brothers, David, with 
whom he was associated in theatrical 
ventures, and Max, and two sisters, Mrs. 
Sue Golding and Mrs. Ray Dickler, all 
of New York. 





S. J. Levin, for five years advertising 
manager of Art Metal Works, Inc., New- 
ark, N. J., manufacturer of Ronson Light- 
ers and other products, has resigned his 
post, effective upon completion of the 
current campaign. Mr. Levin’s new affilia- 
tion will be announced after his return 
from a European trip, in January. 
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Z'RNKILTON 


CREATORS OF ARTISTIC 
HAND-MADE 
IRIDIUM PLATINUM MOUNTINGS 


F.X. ZIRNKILTON #itavecbat 


PHILADELPHIA 
















ALLOYS 
GOLD SOLDERS 
PLATINUM SOLDERS 
Refining of 
Precious Metals 


CLINTON REFINING CO., INC, 
WARK, NEW JERSEY 
91-3 E. kieeey Street Market 2-5176 














MOUNTINGS 
OF RECOGNIZED MERIT 


FULMER & GIBBONS, INC. 
117 So. 10TH St. PHILADELPHIA 











COMPLETE ASSORTMENT OF 


MOUNTINGS 


IN GOLD AND PLATINUM 
TO FILL YOUR pore 


importer of 
DIAMONDS, 
PRECIOUS 
AND 
IMITATION 
STONES 


735 WALNUT ST., PHILADELPHIA 























OLD GOLD, SILVER, 
PLATINUM BOUGHT 


FIL.INGS—SWEEPS— 
GOLD FILLED SCRAP 


Jewelers’ Shipments from all parts of the 
U. S. prove our checks satisfy 


Your lot is accurately valued, reported 
same day as received and held intact 
awalting your OK. 


EMPIRE SMELTING & REFINING CO. 
Metallurgical Chemists 
713 Sansom Street, Phila., Pa. 
















































































| wae WHERE TO BUY 


MODERNIZE | 
Wedding gm with 18K White 
Geld pa Renaiper with eur wreath “$2. 25 NET 


POOH COREE EE eS eet EEEeEereee 


Send your old gold and old fashioned, non-salable 
jewelry te us. We will assay to 18K white gold 
and furnish mvdern, up-to-date wedding rings 
beautifully engraved, for $15.00 per dozen net. 


WENDELL & CO. 


180 Broadway, New York 31 N. State St., Chieago 


Srcomparable 
Which Case Fegbaning Tepanieg) 


OUR wong COSTS NO MORE THAN 
RDINARY WORK 


BECKER-HECKMAN CO 
29 E. Madison St. 





“cHICAGo, iLL. 








Marcasite Monograms 
Sterling sliver — set with 
finest ach > 

Anes! quailty, Fre deslpned 


Send for tilustrated Folder 











A. C. BECKEN Co. 


Wholesale Jewelers 
P.O. Box 1 
29 E. Madison St., Chicago 











DIALS REFINISHED 


ie, a. Low Prices Quick Service 
lal Guaranteed for One Year 


pbs dials to our nearest office 
PACIFIC RADIUM APPLICATION 
co., LTD. 


a B er, Bete. 503 Heyworth Bidg. 








Chicago, Il. 

023 Seabeard Bi Bidg. 524 Ay eo my } 
ELGIN and 
WALTHAM 
WATCHES 


7 Jerk 12° Sise 
$3.50 


} (With new White 
Fancy E: ved 
Case. 






Same a 15-Jewel 
Same ea 17-Jewel 


Same in 12 size 7-Jewel ....000% $3.75 
with a beautiful 15-Jewel ........ 5.06 
Fancy Silver Dial S7-JOWE covccece 6.00 


25% with order, balance C. O. D. 


We also carry a good line of Rail- 
read Watehes, comparatively low- 
priced as above. 


Quality and Service Always 


If you have not received our new 1933 
Circular write for it— 


LEW & ROSENBERG 


$ South Wabash Avenue, Chicago 














CHICAGO 


Jewelry News Flashes from the Great Central West 


J. T. Montgomery of M. A. Mead & 
Co., passed two weeks last month calling 
on their trade along the Pacific Coast. 

Herman J. Ritter, for many years man- 
ager of H. H. Hawley Co., Dallas, Tex., 
visited Chicago recently and called on 
friends in the trade here. 


Fred Hyatt, president of the Keystone 
Watch Case Co., spent several days at 
the Chicago office recently and visited his 
many friends in this city. 

Jack Keenan, general salesmanager for 
the Illinois Watch Co., spent several days 


here recently visiting the trade and called . 


on many friends. 


The Bechard Mfg. Co., 700 Townsend 
St., has recently opened a display room 
on the 10th floor of the Silversmiths’ 
building at 10 S. Wabash Ave., where a 
complete line of trophies are shown. 


Wm. A. Lamb, of Geo. H. Fuller & 
Son Co., who passed several months at 
the factory in Pawtucket, R. I., and at 
the Chicago office, left here last month 
by automobile for California and the Pa- 
cific Coast territory. 

E. E. Marshall, of C. & E. Marshall 
Co., has returned after spending several 
weeks on the Pacific Coast visiting their 
branch offices in that section. He was ac- 
companied by Mrs. Marshall and spent 
some time at Burlingame, Cal. 

Fred Kunz, designer, and R. W. Hig- 
gins, production manager for Rogers, 
Lunt & Bowlen Co., Greenfield, Mass., 
spent several days in Chicago in Oc- 
tober and November visiting the office 
here and doing some research work. 


Frank Moran, representing J. F. Stur- 
dy’s Sons Co., and Fred Haller, repre- 
senting Wm. C. Greene Co., have moved 
from 35 E. Wacker Drive to 31 N. State 
St., where they have established conve- 
nient and efficient offices on the seventh 
floor. 


Frank Newburger, Ed. Imhoff, George 
Flemming, and George Dahlman, all well- 
known manufacturers’ representatives in 
this territory, spent two weeks during 
November in the East visiting their re- 
spective factories preparatory to arrang- 
ing their lines for 1934. 


Charles Slemmons, for many years as- 
sociated with the Illinois Watch Co., and 
wholesale houses of this territory, visited 
friends in Chicago during the last days 
of the Century of Progress. He drove 
from his home in Los Angeles, Cal., and 
was accompanied by Mrs. Slemmons. 

Fred A. Brown, of E. & A. Gunther Co., 
Toronto and Brantford, Ont., accompanied 
by his wife, spent several days in Chi- 
cago last month as they returned home 
from Vancouver, B. C., where they spent 
a month at the company’s branch office 
in that city. 

Guy T. Helvering, Commissioner of 
Internal Revenue, has announced that 
his Bureau has refunded $332,445.89 to 
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the Elgin National Watch Co., for over. 
assessment of taxes for the fiscal year 
ended April 30, 1919, and have also re. 
funded $167,554.11 for allowance. The 
refunds were the result of court action, 

Fred Sturdy, of J. F. Sturdy’s Sons Co,, 
passed several days in Chicago last 
month visiting his representative, Frank 
Moran, and many friends in the trade 
here. This was Mr. Sturdy’s first visit 
in several years and he learned how the 
Golden Roosters do things when he at- 
tended their recent frolic. 


Frank Whiting, well known in the 
jewelry trade and for many years a repre. 
sentative of Whiting & Davis Co. in the 
Chicago territory, arrived in Chicago re- 
cently to spend a month with his son and 
to visit his many friends here. Mr, 
Whiting has spent the past two years at 
Cape Cod and goes from here to Florida 
to pass the winter. 


A. W. Johnson, aged 51, well-known 
engraver to the trade here for many 
years, died at his home, 2111 Lund Ave- 
nue, on the morning of Nov. 16. Mrs. 
Johnson died about one year ago. He is 
survived by two daughters and two sis- 
ters. Mr. Johnson was always successful 
in his business, his personality and busi- 
ness methods attracted customers. For 
more than 20 years he had been located in 
room 1007 of the Heyworth building and 
was highly regarded by his associates 
and business friends. 

Victor Myhrmann, watchmaker, died 
at his place of business in the Columbus 
Memorial building late in the afternoon 
of Nov. 15. Mr. Myhrmann, aged 38, 
came to Chicago from Finland about 10 
years ago and has been employed since 
then by W. E. Clow & Co. He had never 
been ill but on this afternoon complained 
to Mr. Clow that he had difficulty breath- 
ing after returning from an_ errand. 
Shortly after 5 o’clock Mr. Clow heard 
him fall and coming from his private 
office found him dead beside his bench. 
He had no immediate family in Chicago. 

Abraham Trachtenberg, for a long time 
associated with the jewelry manufac- 


(Turn to page 65) 





IN THE INVENTORY DON'T 
FORGET INSURANCE 


In January you have figures before you 
for your past year's business. There is 
no better time to check over your in- 
surance policies. Does your fire insur- 
ance cover the present value of your 
stock and building? 


NATIONAL JEWELERS MUTUAL 
FIRE INSURANCE COMPANY 


Neenah, Wisconsin 
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Where to Buy 
IMPORTED 
China and Glass 


CHINA AND GLASSWARE 
ESPECIALLY FOR JEWELERS 


as stock i immediate Gothvery: Great 
riety of patterns and designs. 
Wire your urgent orders. 


PAUL A. STRAUB & Cco., Importers 
105-107 Fifth Ave. New York 


FINE CRYSTAL, CHINA 
and ART WARES 
from the best European sources 
A wonderful variety, in stock 
KOSCHERAK BROS., INC. 
129-131 Fifth Ave., New York 

















ROYAL BEYREUTH CHINA 
MYOTT SON & CO. 
L. BERNARDAUD & CO. 


Orders gees ca from 
New York stock 


JUSTIN THARAUD, INC. 
129-131 Fifth Ave., New York, N. Y. 


Wedgwood Ware 


Bone China Dinnerware, Queensware 
Jasper and Black Basalt 
Trade-Mark WEDGWOOD 
Josiah Wedgwood & Sons, Inc. 
160 Fifth Avenue, New York City 














DRESDNER ART DECORATIONS 


DINNER WARE 





SCHUMANN CHINA CORP. 


14 West 23rd Street New York, N. Y. 





FINEST WATERFORD CUT 
AND ROCK CRYSTAL 
FROM SWEDEN AND FINLAND 
Highest Quality. Pre-war Prices 


J. H. VENON, INC. 
104 Fifth Avenue, New York 





ROYAL DOULTON 
English Bone China and Earthenware 


THOS. WEBB & SONS 
Hand made English Crystal 
IRISH BELLEEK 
The original production 


Wm. ya Sea CORPORATION 
104 Fifth New York, N. Y. 


Chicago 
(From page 64) 


turing business in this city, died late 
Saturday night, Nov. 11, after an illness 
of several months, the last of which he 
was confined to his home and the Uni- 
versity Hospital, where he died. Funeral 
was held on Monday following with burial 
at Rose Hill. Mr. Trachtenberg is sur- 
vived by his widow. Mr. Trachtenberg 
came to Chicago while a youth and has 
been associated with the trade since. 
About 25 years ago he associated himself 
with Mr. Pritzker as Trachtenberg & 
Pritzker, Inc. Mr. Pritzker died about 
three years ago. The name and the 
business will be continued with no 
change of personnel or policies. 


The 1933 activities of the Golden 
Roosters of Chicago, “Fine Feathers of 
the Jewelry Trade,” came to a fitting 
close on the night of Nov. 11 when they 
held a big frolic at the La Salle Hotel 
which was attended by about 100 of the 
members and during which four candi- 
dates traveled the route which makes 
full fledged Roosters. Preparation of 
the candidates began at the office of the 
scratcher, Thomas J. Noonan, in the 
Pittsfield Building, and their first initia- 
tion experience was when police dragged 
them from their taxi just as they reached 
the hotel. From that time until dinner 
was served, and even after, they contin- 
ued to furnish amusement for those at- 
tending. Ed. Bose, The Ball Co., Mack 
McLane and Leland Fay, Benj. Allen & 
Co., and Herbert I. Jacobs, manufactur- 
ers’ representative, were the candidates, 
and perhaps showed to their best advan- 
tage when they did the fan dance. Fol- 
lowing the initiation there was an elab- 
orate vaudeville entertainment. 





The new 1934-35 catalog just issued by 
the Bristol Seamless Ring Co., 71 Nassau 
Street, New York, is a credit to that 
enterprising concern. It consists of 68 
pages printed on excellent stock and 
shows 220 illustrations of wedding and 
engagement rings. Bound in heavy red 
covers, printed in gold, it presents an 
unusually fine appearance. A total of 
10,000 copies have been printed for the 
retail trade. The product is sold ex- 
clusively through wholesalers. The com- 
pany moved to 71 Nassau Street, New 
York, in January, 1933, occupying three 
rooms at the time but is now occupying 
the entire 15th floor. M. Krohnstadt is 
head of the concern. 





Where to Buy 
IMPORTED 
China and Glass 





Rae CHINA 


Famous the World Over 


Available from New York Stocks 





—— 











THEODORE HAVILAND 


FINE FRENCH CHINA 
BOOTHS, LTD. 
JOHN MADDOCK & SONS 
English Earthenware 
PEARLCRAFT Fovreny 








Where to Buy 
DOMESTIC 
China and Glass 


LENOX CHINA 
So SERVICE PLATES 

LENOX 

LENOX, INC. 








DINNERWARE 
NOVELTIES 
Made in America 
Trenton, N. J. 











THE JEWELERS’ CIRCULAR 
is the ONLY Jewelry publication 
a member of the A.B.C. 


guaranteeing paid circulation 





OBTAIN 
IMMEDIATE CASH! 


With a Dignified 
Effective 
HAND AUCTION 





JAMES L. HAND 


“America's Leading Jewelry 


AUCTIONEER" 
14 Maiden Lane, New York 


Phone: Rector 2-0677 
Cable address Handsale, New York 


Hand has conducted sales of 
largest and finest jewelry 
stocks ever sold by auction. 


Write for illustrated book. 
It explains ethical methods 
that have been given universal 
praise by the Jewelry Trade. 


Enthusiastic references from 
leading Jewelers, Banks, Trust 
Companies, Executors, Trus- 
tees, The Courts, and mem- 
bers National Jewelers Board 
of Trade! 


Sales personally conducted. 
Your own stock sold and the 














ROSENTHAL CHINA CORP. 149 5th Ave., New York THEODORE. HAVILAND & Gt Go.. Ine. “stickers” tool 
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A scene 
from the 
DIAMOND 
MINE 
WORLD'S 


FAIR 
EXHIBIT 


YOUR PROFITS 
ARE BETTER ON 


OLD GOLD 


because of the present high 
prices. You can pay your cus- 
tomers more than ever before 


AND MAKE MONEY 


If you want a neat window 
sign—free 











"WE BUY OLD GOLD & SILVER" 





we will mail it on request 


We do not employ 
traveling gold buyers 


SHIP DIRECT 


Thomas J. 


DEE&CO 


Precious Metal Specialists 
55 E. WASHINGTON ST. CHICAGO 









a 


PLATINUM 


AND | 


IRIDIUM-PLATINUM 


IN ALL FORMS TO SUIT 
JEWELERS’ REQUIREMENTS 





So 





ALSO 


Hard Platinum, Palladium 
and 
Special Alloys for all purposes 


ee MaAttHey 


and Company, Inc. 


15 West 47th Street, New York City 
Telephone Bry 9-4645 


We guarantee the purity of all our metals and our customers can 
safely rely on our products being exactly as represented. 














———— ae Se Te 


» 4 Our Returns f 


For the Value of Quantity Shipments 
‘of Precious Metal Scrap are Made 


on the Basis of 


ASSAY* 
The Only Method for Exact 


Determination of These Values 
Promptness Consistent With Accuracy 


T. B. HAGSTOZ & SON 


709 SANSOM STREET PHILADELPHIA, PA. 
Thirty-five Years of Refining Service 


*The chemical analysis or testing of an 
alloy or ore, to ascertain the ingredients 





bere their proportions. 
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HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 














(Continued from the November issue) 


OW shall we proceed to lap the spindle holes in the 
bearings true, so that each will be the same diameter 
inside and concentric with each other ? 


Answer.—In lapping holes, various kinds of laps are 
used. For rough work, a piece of wood is turned slightly 
smaller in diameter than the hole that is to be lapped. 


_ The wooden cylinder is then split lengthwise and emery 


paper or cloth is wrapped around the cylinder until it 
fills the hole that is to be lapped. However, this form 
of lap is only suitable for rough work, where all that 
is required is a fairly smooth hole. 

To make a suitable lap for our purpose, we shall select 
a piece of brass rod about one inch longer than the 
bearings over all; or, in other words, three inches in 
length. Then we drill a one-eighth-inch hole clear 
through the center of the rod lengthwise. This hole 
should be tapered and a jeweler’s cutting broach will 
do the work quite well and very rapidly if we grip the 
broach in a wire chuck and apply a small amount of 
beeswax and run the lathe at a moderate speed. When 
the hole is tapered its entire length, then finish with a 
round broach of the same taper, or select a round broach 
of the same taper, break off the large end and use it as 
an expander when we wish to enlarge the lap, as will be 
explained later. The rod is then placed between centers 
in the lathe and turned down smooth and perfectly 
‘straight and of uniform diameter. The diameter should 
be just small enough to allow the rod to slip into the 
bearings which we wish to lap. Our next step will be 
to slot the rod its entire length, but only half-way through 
‘diametrically. If it can be slotted in a spiral, something 
like a twist drill, so much the better for the working 
qualities of the lap, as this will keep the emery powder 
and oil, with which the lap is charged, on the move and 
prevent clogging. Small cross marks or notches are 
then filed in the surface of the lap; these notches are for 
the purpose of holding the fine emery powder while 
lapping the work. About one-quarter of an inch of the 
lap should be turned down to fit the largest wire chuck. 

It will readily be observed that by forcing the taper 
broach into the split rod, the rod may be enlarged uni- 
formly in diameter as required. In using the lap, flour 
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emery and oil are applied and the lap is revolved in the 
lathe at a speed of about 600 to 800 r.p.m. The work 
that requires lapping should be moved back and forth 
briskly to avoid “‘bell-mouthing,” i.e., enlarging the holes 
directly at the ends of the bearings. ‘The work should 
be washed clean in gasoline and examined at intervals 
to determine if the holes are lapped smooth and also to 
examine them as to size. The final lapping should be 
done with a very small amount of flour emery and plenty 
of oil. If a very high finish is required, the work and 
lap should be thoroughly cleaned, every speck of emery 
removed and then lapped with No. 2 diamentine and 
oil, although 30-minute carborundum powder will pro- 
duce a perfect finish. 


OW shall we proceed to measure the diameter of 
the bearings inside? 


Answer.—We will assume that the holes in the bear- 
ings have been lapped ‘to the required diameter, which 
should be .250. We may determine this measurement 
accurately by making a small plug gage. Toolmakers 
use plug gages that are made of tool steel, hardened and 
accurately ground to standard sizes. Such gages are 
usually made very accurately, as they are used frequently 
for gaging diameters of holes where extreme accuracy is 
required. For our particular purpose, we may make a 
plug gage of brass that will answer our purposes quite 
well. We will select a piece of brass rod slightly larger 
than .250. This rod may be centered and swung be- 
tween the centers of the lathe and then turned straight 
and smooth its entire length, with the exception of a 
shoulder about one-sixteenth of an inch in length. We 
may turn the end of the rod down to fit our largest chuck. 
Then we may insert this end in the wire chuck and, with 
the tailstock center applied, turn the diameter of the 
rod to about .251 and then stone it to exactly .250. We 
may easily determine the correct measurement by using 
our micrometer caliper. A plug gage that is made in this 
manner will not last as long as a hardened steel plug, 
but for our particular purpose, where we require merely 
a few trials, it will be found quite satisfactory. If we 
find that the holes in the bearings are not up to the re- 











Customer writes, ‘“The returns are to our satisfaction. We 


desire to express our appreciation of the prompt manner 


in which this and former transactions have been attended 


to by you.” 


SWEEP SMELTERS 


BIRMINGHAM, ENG. 
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DON'T BREATHE POLISHING DUST 
LEIMAN BROS. PATENTED 
NEW MODEL 
POLISHING 
DUST COLLECTOR 


LOW IN COST 
EFFICIENT 
POWERFUL 
NOISELESS 


LEIMAN BROS., INC, 
152 CHRISTIE ST., 
NEWARK, N. J. 


LEIMAN BROS. NEW YORK CORP. 
23 WALKER ST. 


MACHINERY FOR 45 YEARS 








Do your own 
Refining— 





Recover Gold, Silver, 
Platinum, Palladium 

Hoke Instructions on 
Refining tell just what 
to do. Extra returns 
from the first refining 
often pay our small fee. 


Ask for free booklet R. D. 


Jewelers’ Technical 


Theres Treasure _ Advice Co. 
in Your SHOP - 22 saan ent eee 
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meilainees 


Comfortable and friendly hospitality has written 
a fine enduring tradition into the history of this 
famous hotel. When the question arises, “Where 
to put up in Philadelphia?’—the knowing 
answer is, inevitably, ““The Bellevue Stratford.” 


@ In Ye Olde Tappe Roome,—before 
and after theatre, concert or “the Game” 
—travelers and Philadelphians are enjoy- 
ing the appetizing dishes and combina- 
tions for which The Bellevue is famous. 


ellevuz)t tralfoud 


IN PHILADELPHIA . .. CLAUDE H. BENNETT, General Manager + 
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quired size, then we may proceed with the lapping until 
we have attained the required dimensions. 
(To Be Continued) 





Watchmakers Certificates Granted 


WasuincTon, D. C., Nov. 7-—The Examining Board of the 
Horological Institute of America met in this city today, and 
granted the following watchmakers certificates. 


CERTIFIED WATCHMAKER 


ADDRESS 


Cleveland, Ohio 
Grand Rapids, 


EMPLOYED BY 


L. O. Livans 
Fox Jewelry Co. 


NAME 


Basil B. Felts 
Stanley Gaver 


Miss Francisca Mich. 
Martinez John H. Cooper El Paso, Tex. 
JuNioR WATCHMAKER 
NAME EMPLOYED BY ADDRESS 


T. T. Sashihara 
Alden Higlin 


Los Angeles, Calif. 
Seattle, Wash. 


Shiro Ogawa 
Boris D. Smolent- 


seft 


William A. Tanner Los Angeles, Calif. 


SAMPLE EXAMINATION QUESTIONS 


JUNIOR WATCHMAKER 


1. If you were fitting a second hand and found the hole in 
the socket too large, how would you close the hole to fit pivot? 


2. Name all of the jewels in a 21-jewel watch. 
3. What is meant by lock and slide? In an escapement? 


CERTIFIED WATCHMAKER 

1. If the let-off corner of the discharge pallet stone was 
chipped, what effect would it have on the escapement? 

2. Explain your method of timing and forming an overcoil 
hairspring. 

3. When a balance wheel is over-banked, name some of the 
reasons for same. 





New York Jewelry Trade Club 


(From Page 46) 


creasing applications for membership, the officers decided 
that the time had come to house the club in a fashion 
befitting its prosperity. 

On this page are illustrations of the principal rooms of 
the club. The dining hall, diligently presided over by a 
conscientious maitre d’hotel, offers daily a fare not easily 
to be duplicated. The lounge is harmonious in appoint- 
ments, well supplied with points of upholstered relaxation. 
Adjoining the lounge is a small music room. Looking 
out on a terrace in the rear is a card room, often the 
scene of bridge and pinochle tournaments. The entrance 
corridor presents an inviting view to the visitor, decorated 
club style in soft tones, with a few well chosen pictures 
on the walls. | 

The first president of the Jewelry Trade Club was 
Leonard Katz, and at the annual meeting held last 
November the members made him an honorary life mem- 
ber and presented him with a gold membership card. The 
present officers of the association are: President, Milton 
Heller, of L. Heller & Son; vice-president, Edward L. 
Stern, of Tavannes of America; treasurer, Isadore Lass- 
ner, of Lassner & Bamberger; and secretary, Aaron 
Sverdlik, of Robinson & Sverdlik. On the executive com- 
mittee are: Louis Jaskow, of Jaskow Bros.; Paul Schon- 
cite, of Braunstein-Schoncite, Inc.; John Ballard, of the 
Bulova Watch Co.; Bert F. Young, of Jules Franklin, 
Inc. ; Julius Kaufman, of Goodfriend Bros., Inc. ; Walter 
Lampl, Walter Eitelbach, president Heller and secretary 
Sverdlik, ex-officio. 
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Hearing on Retail Jewelry Code 
(From Page 21) 
tail Code, Joel Berrall, representative of the NRA Labor 


Advisory Board, asked that minimum wages for em- 
ployees of retail jewelers be set at a figure 40 per cent 
higher than that in the general code. He also asked that 
wage rates be made uniform for stores in all towns be- 
tween 2500 and 100,000 in population, and that the dif- 
ferential of $1 per week against junior employees be not 
continued for a period longer than six months. 

Samuel Beardsley, also an NRA labor advisor, asked 
that the code contain labor provisions to govern watch- 
makers, clock repairers, engravers, jewelry repairers, pol- 
ishers and setters. He asked a minimum of $1 per hour 
for mechanics in retail stores, and suggested that the hours 
and wages for other employees in retail shops be made to 
correspond with those in outside establishments where 
factory regulations prevailed. He also requested repre- 
sentation for labor on the Code Authority. 

H. P. Vaughn, NRA consumer advisor, stated that the 
proposed trade practices were “eminently fair,” but that 
the consumer should be represented on the Code Author- 
ity. Charles W. Oakford, NRA industrial advisor, 
stated that he would file a brief. 


President Roosevelt Signs Code of Precious 
Jewelry Producing Industry 


(From Page 49) 


(b) ‘To guarantee a cash payment or installment payments 
as an inducement to secure a contract. 

(c) Advertising allowances, which have the effect of a con- 
cession in price, provided that this provision shall not be so 
interpreted as to prohibit legitimate advertising, or the purchase 
of a reasonable space in a school or college publication, based 
on approximately 3 per cent of the business secured by the 
member of this division as advertising, from such school or 
college. 

(d) Where no standard or special design has been adopted 
by any school or institution, and suggested designs are requested 
by such school or institution, that will require a special shank 
die, no member of this division shall submit a special sample 
of the design without receiving a bona fide and definite signed 
order. 

(e) Making repairs or refinishing any products .of the 
industry without a fair charge unless defective in material 
or manufacture. 

8. Consignment. 

(a) Nothing contained in the basic code relative to the 
prohibition of delivery of goods on consignment or memorandum 
shall apply to members of this division. 

Trade Practices. 
Schedule B. 
Division for Manufacturers of Fraternal and Emblematic 
Jewelry. 

In addition to the practices set forth in the basic code, the 
following constitute unfair methods of competition for the mem- 
bers of this division and are prohibited: 

(a) To prepay any shipping charges on merchandise. 

(b) To accept a note or notes in payment which do not 
bear interest at the prevailing contract rate as provided by the 
law-of the state in which such note may be executed. 


The Whiting & Davis Co., Plainville, Mass., has developed 
a line of costume accessories including hats, girdles, wristlets, 
etc., to wear with evening gowns. The line also includes some 
intriguing new mesh bags in new finishes. Some time ago Mr. 
Whiting developed a line of mesh screens for use in motion 
picture theaters which have a much longer life than the fabric 
screens no win use. In the theaters where they have been 
tried, they have proved very successful. 
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WORKSOP WOES ¢ QUIFIRITIES. 


AIRSPRINGS—Castings.—Would you kindly ad- 

vise me a good way to remove oil from the hair- 
spring? I have tried benzine, then alcohol, and ether, 
and still it would stick after a few days. The above 
methods were used in rotation, that is to say, one after 
the other: also have tried boiling in alcohol. Would like 
to know of a good watch oil. 

I want to cast a gold medal (small one) and have tried 
cuttle fish, but the features of the medal do not’ come 
out sharp and the cuttlefish burns black. Is there any 
other way I could cast? Is there a cement or some 


harder composition I could use? (Question No. 4867) 
—W. J. H. 


Answer.—Benzine is as good as anything you can use 
for cleaning oil from the hairspring or any other part of 
the watch. You say that the coils stick together after a 
few days and we are of the opinion that oil runs out of 
the main-spring barrel or some other part of the watch. 
Also excessive oiling of the balance jewels could cause 
this same trouble. There is nothing wrong with the 
method of cleaning hairsprings the way you do, just 
simply a case where oil is picked up from some other -place 
in the watch. Practically all the watch oils that are on 
the market are good. 


We do not believe that you will have much success 


in casting gold medals as most of these articles are die 


stampings. The dentists use a method of casting inlays 
which makes perfect reproductions but the work is rather 
complicated and you can only make one casting from 
each model. We believe that any dentist would be glad 
to explain this method to you. 


LEANING Watches.—What is a better solvent of 
dirty oil of watches and clocks—gasoline, kerosene, 
benzine, benzol or naphtha? Is the action of benzol on 


oil the same as benzine? (Question No. 4868)—L. B. 


Answer.—Benzine is about as good as anything you 
can use for your watch and clock cleaning. You must 
not expect any solution to remove gummy oil without 
considerable scrubbing. Benzol is a wood distillate and 
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while it will remove oil we do not believe it is better than 
benzine. 


XIDIZING Brass.—I would like to have a formula 
for oxidizing brass which will darken the same, 


producing the same effect that is used commonly on 
silver. (Question No. 4869)—R. S. M. 


Answer.—Brass may be oxidized to a brilliant blue- 
black finish with the following formula. Copper car- 
bonate dissolve to saturate in strong ammonia. Heat this 
solution and after thoroughly cleaning the brass dip in 
the solution for a few minutes or until the dark color is 
produced. If you wish to relieve the surface in spots 
this can readily be done with pumice stone and lathe 
brush. 


HAVE trouble melting old white gold mountings. 

The gold becomes brittle when I roll it. Would you 
kindly tell me what I can do to correct this? (Question 
No. 4870)—A. F. T. 


Answer.—lIn regard to melting old white gold mount- 
ings your trouble is similar to a great many other work- 
men’s. You cannot melt white gold and work it over 
the same as you would yellow gold. When you find that 
your white gold becomes brittle after remelting, your 
only recourse is to have it refined and make up or buy 
new white gold. 


GET a number of watches (mostly wrist) that have 

gone in the salt water and some are badly rusted. 
Just how would you proceed to clean a watch that has 
been in the ocean so that the rust will not appear again 
after it has been cleaned? (Question No. 4871)— 
Cc. BF. 

Answer.—We are very much of the opinion that 
you will be unable to clean watches that have been rusted 
with salt water. If the salt rust is on the steel parts 
of a watch once, it is impossible to remove it entirely 
except by grinding down to clean metal, which is ob- 
viously impossible on most watch parts. 








Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted”? $1.50 for first 25 
words. Additional words, 5c, a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c, if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month. 

Unless the advertiser instructs us to 
publish his name and address, all an- 
swers will be directed care The 
Jewelers’ Circular. 

In answering ads, do not enclose 
original letters of recommendations, 
send duplicates. 

To avoid unnecessary correspond- 
ence mention your location in the 
advertisement. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St., N. Y. 





Situations Wanted. 


Under this heading, 75c. for first 
25 words, 5c. for each additional 
word; minimum charge, 75c. 








CAPABLE designer and jeweler, wishes 
position; will go anywhere. Address 
“H., 837,” care Jewelers’ Circular. 





POSITION AS WATCHMAKER; 17 years’ 
experience; will work in any part of 
country. Address “P., 852,” care Jewel- 
ers’ Circular. 





HUB CUTTER, capable of making orig- 
inal wax models and all tools for same; 
reasonable. Address “A., 241,” care 
Jewelers’ Circular. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





WATCHMAKER, young man, can do light 
jewelry work also with accuracy and 
speed ; some store experience. P.O. Box 
146, Dacula, Georgia. 









YOUNG MAN of clean record seeks op- 
portunity with reputable outfit in any 
branch of our line. Address “M., 886,” 
care Jewelers’ Circular. 





EXPERT watchmaker, jeweler, engraver, 
diamond setter; combination or single 
lines, at once; South. Address “S., 
860,” care Jewelers’ Circular. 





FIRST CLASS watchmaker-jeweler, wants 
position with reliable firm; A-1 ref- 
erences. Address W. K. Chandler, 446% 
South St., Springfield, Mo. 





WATCHMAKER, A-1 mechanic, 20 years’ 
experience, desires position New York 
or vicinity; moderate salary. Address 
“G., 883,” care Jewelers’ Circular. 





SALESMAN selling to best trade in Penn- 
sylvania, part of adjacent States and 
Virginia; position January, 1934. Ad- 
dress “E., 881,’’ care Jewelers’ Circular. 





ANSWER THIS ONE if you seek a quali- 
fied young salesman, one to relieve you 
of important responsibilities in your 
store. Address “J., 885,” care Jewelers’ 
Circular. 





COMBINATION watchmaker and optom- 
etrist, Texas license, desires position, 
preferably one with established opto- 
metric practice where an assistant is 
needed. Address “Q., 855,” care Jewel- 
ers’ Circular. 





FIRST CLASS WATCHMAKER wishes 
permanent position with reliable con- 
cern; can furnish good references; will 
go anywhere. Address “F., 835,” care 
Jeweiers’ Circular. 





YOUNG LADY, several years’ experience 
in wholesale ring manufacturing line, 
having complete charge of gold office, 
stock, orders, etc. Address “B., 879,’ 
care Jewelers’ Circular: 





WATCHMAKER, competent on all grades 
watches and clocks, desires position; 
worked for best houses in e city; 
good references. Address “H., 377,” 
care Jewelers’ Circular. 





WATCHMAKER, 34, married, American ; 
steady position; seven years last posi- 
tion; expert on railroad and Swiss re- 
pairs; best references. E. L. Campbell, 
115 W. Church, Corry, Pa. 





WINDOW TRIMMER and_=e show-card 
writer who serves jewelers exclusively, 
is now available for occasional jobs in 
the Metropolitan area. Address “G., 
884," care Jewelers’ Circular. 





JEWELER, expert, designer, engraver, 
carver, stonesetter, hub cutter, special 
order worker, repairer, remodeler; go 
anywhere for steady work. Address “C., 
876,” care Jewelers’ Circular. 





EXPERT CLOCKMAKER (German) ex- 
perienced on all makes including French. 
Cuckoo and Grandfather clocks; also 
watchmaker; A-1 references. Address 
“A., 840,” care Jewelers’ Circular. 





A-1 WATCHMAKER and salesman, 11 
years’ experience, good estimator, wants 
permanent position; best references as 
for ability and honesty. Ray C. Gable, 
19 Pearl St., Lancaster, Penn. 





EXPERT JEWELER on special 
work and repairing; trade sho 
store; willing to go anywhere; atie 
erences; moderate salary. Address 
“J., 906,” care Jewelers’ Circular. 





i 


MANAGER-BUYER, experienced in ay 
branches pertaining to retail store: 25 
years in the jewelry business; t of 
reference. Address “Manager,” 2321 
Ave. N, Galveston, Texas. 





— 


POSITION WANTED by Pennsylvania 
registered optometrist; 25 years’ prac. 
tical store management and ex 
experience; for January Ist. Addregs 
i 880,” care Jewelers’ Circular, 








COMBINATION MAN, first class, watch. 
maker and jeweler, expert on smal] 
bracelet and railroad work, engraver 
and diamond setter; best references, 
Address W. C. Flautt, Frederick, Md, 





—_—_—____ 


YOUNG MAN. 30 years old, knowing the 
credit jewelry business from A to Z 
having worked 13 years for one store, 
desires position; best of reference, Ad. 
dress “B.. 829,’’ care Jewelers’ Circular, 





WATCHMAKER AND JEWELER, 38 
years old, married, 24 years at bench 
and waiting on trade, would like oo 
tion with reliable firm. L. C. MacMar- 
row, 112% Lexington Ave., Warren, Pa, 





POSITION WANTED; expert jeweler, 
stonesetter, 22 years’ experience, 10 
years last place; can also do lot of 
watch work; best of references. E, W. 
Miller, 503 Ashby St., S. W., Atlanta, 
Ga. 





POLISHER AND LAPPER, long experi- 
ence on all kinds of jewelry, also 
platinum special order work; single; 
A-1 references; position anywhere, 
Address “H., 905,” care Jewelers’ Cir- 
cular. 





WATCHMAKER with executive and sales 
training desires position where opportu- 
nity leads to partnership; best refer- 
ences; firm must be of good standing. 
Address “V., 867,’ care Jewelers’ Cir- 
cular. 





WATCHMAKER, 30, A-1 mechanic, 15 
years’ experience in America and Eu- 
rope; fast and accurate worker; all 
tools; best references; desires position. 
Address “D., 912,” care Jewelers’ Cir- 
cular. 





A-1 POLISHER-COLORER; make, main- 
tain and refine all solutions, colors, 
finishes; past seven years full charge; 
married, honest; executive ability; Te 
liable. Address “A., 849,” care Jewel 
Circular. 








SALESMAN, single, 37, now in New York, 
travels year round, open for line _be- 
ginning January ; covered every trad 
center Denver West; also covered 0 
States. Address “K., 887,” care Jewelers’ 
Circular. 


— 
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Luncheon Meeting of Chicago 
Jewelers’ Association 


Cuicaco Nov. 17—The final luncheon 
meeting of the Chicago Jewelers’ Asso- 

ciation for the year of 1933 was held 
at the Palmer House yesterday. Presi- 
dent Lou Buss presided and after formal 
routine business and reports of committees 
a very excellent talk and movie was 
presented by M. F. Redfern, traffic rep- 
resentative of the United Air Lines. 

G. V. Dickinson, chairman of the Cen- 
tury of Progress committee made a de- 
tailed report of the mine exhibit, a copy 
of which will be placed in the files of 
the organization. He stated that nearly 
500,000 paid admissions were received for 
a total of more than $70,000. He men- 
tioned individuals who had contributed 
to the success of the exhibit and in token 
of appreciation of the services of Marion 
Mercer, who made the trip to Europe 
last spring, presented him with a beauti- 
ful wrist watch for Mrs. Mercer. 

A silent tribute was given to the mem- 
ory of John C. Petersen who died on 
Tuesday. Wm. C. Green Co. was elected 
to membership. 





Ignatz Schwartz 


Cuicaco Nov. 18—Ignatz Schwartz, 
of I. Schwartz, Inc., 29 E. Madison Street, 
died suddenly at a hospital in Superior, 
Wis., early Friday morning after suffer- 
ing a paralytic stroke in that city on Mon- 
day afternoon. 

Mr. Schwartz, accompanied by Art 
Oberlander, one of his salesmen, left 
Chicago by automobile about two weeks 
previous on a sales trip and Monday 
afternoon was stricken while showing 
merchandise in the store of Lewis A. 
Martin. He received every service pos- 
sible and in addition to the local staff 
Dr. Harry Klein, of Duluth, son of G. A. 
Klein, for many years a jeweler and cus- 
tomer of Mr. Schwartz, was called. He 
did not regain consciousness before dy- 
ing. Mrs. Schwartz left immediately for 
Superior and returned with the remains 
on Saturday. Funeral was on Monday 
and burial in Rose Hill cemetery. 

Mr. Schwartz was born in Budapest 
and came to Chicago while a young man. 
He had been associated with the jewelry 
trade here for more than 50 years. Prior 
to establishing business for himself over 
40 years ago, he was associated with his 
brother. During these years Mr. Schwartz 
made many friends who will miss his con- 
geniality and join in sympathy for Mrs. 
Schwartz who survives. 





Policeman Wins Battle With Robber 


Cuicaco—A man was captured on the 
evening of Nov. 15 after he and a com- 
panion had tied up two clerks and taken 
some jewelry from the store of the Nie- 
der Jewelry Co., 752 E. Sixty-third Street. 
The loss was small. 

Entering the store, the two robbers held 
up the clerks, Leo Moss and Charles 
Feinberg and bound and gagged them in 
a rear room. As they were at work, 
William H. Nieder, manager of the store, 
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returned from supper, accompanied by a 
customer. 

Nieder, divining that something was 
wrong, pretended to faint and stag- 
gered toward the door. One of the robbers 
barred his way, but he knocked the man 
down and ran out to the nearby inter- 
section of Sixty-third Street and Cottage 
Grove Avenue, where he found Police- 
man Orville Christensen of the Woodlawn 
station directing traffic. 

Christensen ran back to the store with 
his revolver drawn. One of the robbers 
fled. Christensen fired two shots at the 
other without hitting him. Then the rob- 
ber and the policeman grappled and they 
struggled until others helped overpower 
the robber. 





Jewel Thieves Smash Window 
and Secure Watches 


New Beprorp, Mass., Nov. 9—Using a 
stone wrapped in the sleeve of a butcher’s 
frock, robbers early this morning broke a 
plate glass window in the 
Jewelry Co.’s store at Elm and Purchase 
Streets, and escaped with 30 watches on 
display. It’ was the fourth break of the 
sort in the store. 

The discovery was made shortly before 
4. a. m. by a cleaner who arrived to wash 
the windows. He called police and 
Patrolman Winterson made an investiga- 
tion. Police said the theft was perpetrated 
after 3 a. m. 

Examination of the shattered pane by 
Detectives Deane and Pollock revealed 
the thieves first used a glass cutter, mark- 
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ing out the glass area which was forced 
in by the hurling of the stone, wrapped 
in the sleeve, to deaden the sound. The 
window cutter was found later, hidden 
close to the frame of a south window, 
which was undisturbed. 





Gunmen Rob Chicago Jewelry Store 


Cuicaco Nov. 17—During a quiet hour 
late yesterday afternoon six bandits 
leaped from their automobile in front of 
the William Meyer & Co. store at 17 
W. Vanburen Street, and after breaking 
the window with a brick, stole rings and 
other articles of jewelry valued at about 
$3000. 

All the men were armed and two of the 
clerks who were in the store stated that 
one man with a small machine gun stood 
guard at the door during the robbery. 
They escaped in the car. 





John R. Marcus 


Macon, Ga., Nov. 8—John R. Marcus, 
80, for many years in the jewelry business 
here and more recently connected with 
the city sanitary department, died at 5 
o’clock this morning in a local hospital 
as a result of a broken hip. The injury 
was sustained last Saturday when he fell 
in his room in a local hotel. 

Mr. Marcus was associated in business 
with Dave Fleischer for many years, and 
they had their jewelry store and pawn 
shop on Third Street. Mr. Marcus was 
employed by the city about two years 
ago. 





AMERICA’S 


SMARTEST 


WINTER 
































Because it values the enviable 
position it enjoys in the play 
life of those who cherish a 
taste for good living and have 
the means to indulge it... 
because it appreciates that 
a keen sense of values is in- 
variably the companion of 
good taste - - - the Roney 


Plaza has declined to permit 


the bright outlook for better 
times to influence its tariff 
schedule. Rates this year at 
the Roney remain the same, 
while many physical improve- 
ments have been made to 
enhance the high standards 
of guest comfort, extraordi- 
nary service and brilliant social 


life which have made it famous. 


RES OR] 


Open from November 15th to May 1st. For 

literature, information and _ reservations 

write or wire direct to the hotel or see 
your travel agent. 


—PONEY PLAZA 
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